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Rising Internal Costs Hitting P.A.s From Behind 


Defense Contractors Get Rundown 
On Procurement Policy Changes 


Washington— The Pentagon 
gave anxious military contrac- 
tors a closer look at forth- 
coming defense needs last week. 
Major military procurement 
policy changes also were an- 
nounced in a series of develop- 
ments that saw: 


@President Kennedy order 
the Pentagon to step up the vol- 
ume of prime defense contract 
awards to small business. He 
called for an increase of at least 
10% in fiscal 1962 contracts over 
the 1960 rate of $3.4-billion. 
And in passing the order on to 
the services, Defense Dept. offi- 
eials also directed contracting of- 
ficers to boost small business con- 
the remaining 

1961, ending 


tracting during 
months of fiscal 


Aircraft Firm Switches 
To Push-Button Buying; 
Offers to Share Setup 


St. Louis—McDonnell Air- 
craft Corp. has completely auto- 
mated its purchasing cycle from 
requisition to final receiving re- 
port. And the company is willing 
to make its know-how and com- 
puters available to any other firm 
that wants to achieve similar 
push-button purchasing. 

The only decisions still left for 
humans in the McDonnell system 
are those involving the choice of 
vendor and price negotiations. 
The rest of the ordering cycle is 
taken care of by the company’s 
IBM, RAMAC, and 705 com- 
puters. 

“We believe our use of the 
RAMAC is the first for per- 
forming in-line purchasing cleri- 
cal functions,” said Robert Cor- 
tinovis, 
procurement negotiations. 

The system replaces file clerks 
and typists, and does away with | 

(Turn to page 20, column 2) 


McDonnell’s manager of | 


June 30. An aide to Deputy De- 
fense Secy. Roswell L. Gilpatric 
told PURCHASING WEEK: “We're 
putting teeth into this matter 
rather than paying it lip service 
as in the past.” 

@The Defense Dept. rescind 
its 20% cost payment withhold- 
ing policy to provide speedier 
payments to contractors (see 
p. 45). 

@ The Air Force award Lock- 
heed Aircraft a $1-billion con- 
tract for jet cargo and troop- 
carrying transports and stipulated 
that 50% of the program must 
be subcontracted. 

®@ Military and industry experts 

provide some 250 contractor 
representatives a general run- 
down of growing military need 
for a vast range of items needed 
for limited, brushfire-type war- 
fare—vehicles, light aircraft, elec- 
| tronic gear, guns, tanks, etc. 

The outlook for increased mili- 

tary procurement of so-called 
|conventional arms and equip- 
ment was highlighted at a confer- 
ence on planning for limited war 
requirements, conducted by Elec- 
tronic Industries Assn. 

Army Secy. Elvis J. Stahr, Jr., 
put these requirements into per- 

(Turn to page 4, column 3) 


Tire Prices Increased 


New York — U.S. Rubber 
boosted the prices of first-line 
passenger tires 5% 
| way-type truck tires 242% last 


week. The increases go into ef-| 


'fect April 1. 
The move caught other rub- 


ber companies by surprise. Good- | 
Goodyear, and | 


rich, Firestone, 
Seiberling delayed 
decisions on raising prices, 
‘expressed the general 
that a price advance would be 
|welcome. The big question ap- 
(Turn to page 46, column 4) 


immediate 


P/W PANORAMA 


@ Purchasing Men Team With Accountants to score savings 
for the Sikorsky helicopter company by putting pressure on 
subcontractors to keep costs at a minimum. How it’s done 
and the tools they use are explained on pages 30-31. 


@ A New Consultant Takes the Helm of PW’s 


‘Professional 


Perspective’ this week. He is Dr. Clyde T. Hardwick, economics 
professor and long-time advisor to big business firms. His 
comments on purchasing education appear on pages 16-17. 


@ Wall Street and Corporate Finance are taken up in this 


week's’ session of PW’s 


‘School for Strategists.’ 


See pages 


28-29 for some fascinating games involving mergers and 


proxy fight. 


You'll find them interesting and instructive. 


@ Used Equipment Sales Are Picking Up, according to the 
Machinery Dealers National Assn. The association says the 
turnover right now is about 42% higher than at this time last 
year. For the latest auction prices and sales dates, see page 44. 
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1. THESE ARE UP: 


© All Salaries 
® Travel 
® Printing 


2. THESE ARE EASING: 


Telephone rates 
Interest charges 


. IN ALL: 


Costs will continue to edge up 
So make sure your calculations are in line 


with the trend 


Dow Set to Enter Packaging Fie 


New York—Dow Chemical Co. will enter the packaging field | 
for the first time with the production of rigid plastic containers. 


® Depreciation charges 
® Obsolescence factors 
® Taxes 


® Insurance oth 
= 


More Expensive Labor, 
Rentals, Etc., Affecting 
Departmental Charges 


New York—While every P.A. 
in the nation has been fighting 
the enemy outside his gates— 
that is, the cost of purchased ma- 
terials—he now finds himself 
attacked from within. 

Internal costs have been rising 
without a letup. White collar 
help is more expensive these 
days; so is rent; and a long list 
of other intramural expenses 
right down to the price of the 
paper in order blanks. 

In the scientific sense, the 
P.A. has two types of internal 
costs to keep in mind. One is 
the cost of running his own op- 
eration; the other is the cost of 
carrying the material he buys. 
Both affect not only his status 
| inside the company, but also the 
/manner in which he makes his 
purchases. 

A rundown of what’s been 


One object of the move is to shorten “supply lines” between resin | happening in these broad areas 


producers and package users, Dow said. 
The company’ s new line of plastic containers will include: 


New CastingMethod Cuts. | 


Titanium Fabricating Cost 


New York—Titanium Metals | 
Corp. of America announced it) 
has developed a small-parts cast- | 
ing process which eliminates the 
need for frequent mold replace- 
ment. 

TMCA says the new approach 
—called Impel Casting—will re- 
duce production costs on such 
items as pump housings, impell- 
ers, valve bodies, fittings, and 
pump sleeves. Molds for these | 
parts, formerly made of graphite, | 
| had been good only for from oe 


to ten runs prior to replacement. | | 


Because of the low repeat-rate of | 
the graphite molds, the price of | 
titanium castings has been pro- 
hibitively high for most applica- | 
tions. This, according to TMCA, | 
had prevented titanium from tak- 
ing its place alongside aluminum, 
magnesium, and zinc as a major 
| casting material. 

| TMCA has produced as many | 
| as 40 castings per mold by Im-| 
(Turn to page 46, column 1) 


P.A. Hits Jackpot 


Philadelphia—William W. 
Cutaiar, P.A. of the Mush- 
room Transportation Co., last 
week became the father of 
identical quadruplets — four 
girls—born within seven min- 
utes of each other at the 
Delaware County Memorial 
Hospital here. The dazed 
father said that he had been 
forewarned last month that 
his wife was carrying quad- 
ruplets. “We thought they 
were going to be boys,” he 
explained, “so we picked the 
names in advance.” The 
names: Matthew, Mark, Luke, 
and John. 


/on bleach and detergent bottles. 


of operations and carrying costs 
shows this general trend: 

@ Salaries. Pay checks in the 
last three to six years are up 
about 5% all the way from _the 
director to supervisors. Pre- 
viously there was a pinch at the 

@Blow molded _ polythylene| top levels, but in the last year 
containers for a wide variety of| pay hikes have leveled off in 
products, with special emphasis| percentages up and down the 
line. However, one purchasing 
Production of the containers | observer points out that for some 
will be on a custom basis, with| companies the purchasing de- 
prices determined through nego-| partment is still a training ground 
tiation, the company said. It|for other departments, so pay 
emphasized that the new line will | increases may not follow the 
be restricted to items requiring a | general line here. 
high degree of technical coodina-| @ Secretarial-Clerical. Last 

(Turn to page 45, column 3) (Turn to page 46, column 1) 


This Week’s 


~ 
Purchasing 
Perspective »" ~~ 


@ Thermal formed polystyrene | 
containers for such items as| 
cottage cheese and other dairy 
products. 


| his is annual report time, and business editors are being 

swamped with the yearly flood of fancy (even for so- 
called recession times) booklets that detail facts and figures of 
the past year’s performance. 


These reports make interesting reading, not only for business 
analysts but also for purchasing men. Many valuable facts about 
vendors’ capabilities, financial soundness, and future planning 
can be gleaned through a comprehensive study of these annual 
corporate confessions. 


Aside from the basic financial data, annual reports contain 
tipoffs to new products coming into a suppliers’ line, production 
expansions and/or de-emphasis, and even pricing outlooks that 
could influence future purchasing relationship. Selling strategy, 
upcoming marketing campaigns, and general future planning 
frequently are outlined; and with proper analysis, these data 
become valuable purchasing tools. 


This year’s crop of reports, in recounting 1960 performances, 
have a sameness that capsules the tenor of the times. Where 
(Turn to page 45, column 4) 
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This Week's Commodity Prices 


Mar. 8 
METALS 


Pig iron, Bessemer, Pitts., gross ton 

Pig iron, basic, valley, gross ton 

Steel, billets, Pitts., net ton 

Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 
Steel, bars, del. Phila., cwt 

Steel, bars, Pitts., cwt 

Steel, plates, Chicago, cwt 

Steel scrap, #1 heavy, del. Pitts., gross ton 
Steel scrap, #1 heavy, del. Cleve., gross ton 


Steel scrap, #1 heavy, del. Chicago, gross ton 
Aluminum, pig, Ib 
Secondary aluminum, #380 Ib 
Copper, electrolytic, wire bars, refinery, Ib 
scrap, #2, smelters price, Ib 
Lead, common, N.Y 
Nickel, electrolytic, 
Tin, Straits, N.Y., I 
Zinc, Prime West, SP ee ee 


FUELSt 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 
Heavy fuel, PS 400, Los ‘Angeles, rack, bbl 
Lp-Gas, Propane, Okla., tank cars, gal. (net price). . 


Gasoline, 92 oct. reg., Chicago, tank car, gal 
Gasoline, 84 oct. reg., Los Angeles, rack, gal 
Kerosene, Gulf, 
Heating oil #2, Ch 


cnt age 

eaeeens, refrigeration, tanks, 
ona petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
oe oil, inedible, crude, ren N.Y. Ib 


67.00 67.00 


66.00 


a 


| — dich a EAaS 


coe] Sew: 
oo 


ycerine, synthetic, tanks, 


Soda ash, odd 
Sulfur, crude, 


Peers tape, ck 


Old corrugated 


BUILDING MATERIALS{ 

Cement, Portland, bulk carlots, fob New 6 bbl. . 
Cement, Portland, bulk carlots, fob N.Y., bbl 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm... 
Spruce, 2x4 ‘nftbm. 


01 
‘60 ib Fn hg 600 ft. bundle. . 
xes, dealers, Chicago, ton 


” AD, 4x8, dealer, crid, fob mill, msf. . 


Burlap, 10 oz. 40”, N.Y., yd 
Cotton middling, 1”, N.Y., Ib 
Printcloth, 39”, 80x80, N.Y., spot, yd 
Rayon twill, 40%”, 92x62, N.Y., yd 
Wool tops, N.Y., Ib 


HIDES AND RUBBER 


Hides, cow, light native, packers, Chicago, Ib 
Rubber, #1 std ribbed smoked sheets, N. Y., Ib 


t Source: Petroleum Week }{ Source: Engineering News-Record 
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This Week’s 


Price Perspective 


MARCH 20-26 


PRODUCTIVITY TG THE RESCUL—New boosts in this key area are 
playing a major role in keeping a lid on industrial prices. 

While the official government figure on 1960 productivity isn’t due until 
midyear, there’s plenty of evidence around that it will show a substantial rise. 
Last year, for example, production was up some 3%—despite the fact that 
(1) the number of production workers failed to show a rise, and (2) the 
number of hours worked actually showed a decline from the previous year. 

Working with these figures, one nationally known business economist has 
come up with his own estimates for the 1960 factory productivity rise. He 
calculates it at around 3.8%. 

What excites this analyst is the fact that this 3.8% figure is greater than 
the 1960 wage rate increase. He notes, for example, that “wages (including 
fringes) are up a little less than 3.5% over the past year.” 

He goes on to say, “This is one of the few times in postwar history that 
wage increases haven’t been way ahead of productivity gains. If the balance 
between these two forces can be maintained, I look for relatively constant 
unit labor costs—and an end to the ‘wage-push’ inflation of recent years.” 

2 . * 


THE BALANCE this analyst talks of shows up in many key areas. 

Take steel. Indications are that heavy investment in new facilities, plus 
upgrading of older ones, has pushed the annual steel productivity increase 
above its long-run 2.6% average. According to some industry experts, a 
figure closer to 3% would be more realistic. 

That’s not much different from the 3.7% annual wage increase called 
for in the current steel contract. 

Without this “near balance” it’s doubtful whether steel companies would 
have been able to maintain profits without price hikes. 

That they have maintained profits is a matter of record. Thus, U.S. Steel— 
noting approximately the same sales volume in 1959 and 1960—reports that 
profits per dollar of sales rose from 7.0% to 8.2% over the period. 

Cement is another industry where productivity and wage increases have 
been offsetting each other—but this time on a higher level. 

Productivity, for example, has been going up at a close to 5% per year 
pace. This has been enough to offset wage increases which have averaged out 
at 5¥%2% over the past four years. Result: Today’s price ($4.20 bbl., N. Y.) 
is virtually the same as that prevailing in early 1957. 


MORE PRODUCTIVITY GAINS are likely in the current year. 

The feeling among economists is that these three factors virtually guarantee 
sharp increases: 

Recovery—Productivity usually rises strongly in recovery periods. That’s 
because, during a business pickup, production usually can be stepped up 
without hiring additional personnel. 

Conversely, productivity gains usually ease off in a recession because 
there’s a resistance to reducing the work force. The fact that gains held up in 
1960 is taken as proof by some analysts that productivity is entering “ a new 
dynamic stage.” 

® Modernization—Over the past year the capital spending accent has been 
on modernization rather than expansion. Thus, roughly two out of every three 
capital spending dollars now go for updating plants. This is bound to give 
productivity an added jog in the coming 12 months. 

© Unemployment—The fact that unemployment will remain high in the 
foreseeable future—despite a business pickup—is also expected to increase 
productivity. For example, more and more companies report a change in 
worker attitudes. Employees are a little more fearful about their jobs. And as 
a consequence, the quality and quantity of their work has improved. 
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Domestic Users Urge U.S. Action 
To Restrict Scrap Metal Exports 


San Francisco—Scrap 
users are more worried than 
ever over the growing export 
volume of copper, brass, alumi- 
num, and steel scrap. 

The strong foreign 
which has been a key factor 
supporting scrap prices, was 
topic No. | last week at the 48th 
annual convention of the Na- 
tional Assn. of Secondary Ma- 
terial Industries here. 

rhe scrap metal users would 
like to see Congress restrict the 
amount of exports. However, 
William A. Meissner, Jr., direc- 
tor of the copper division of the 
Business and Defense Services 
Administration, told the conven- 
tion that restrictions are unlikely 
unless it is proven that there is 
a shortage in domestic scrap 
supply. 

One result of the growing ex- 
port trade has been a distortion 
of the flow of scrap from its 
normal outlets, the group was 
told by Melvin Kriegel, of 
American Metal Climax, Inc., 
New York. Plant capacities in 
such countries as Japan and 
Spain are being expanded at the 
expense of U.S. custom smelters, 
he said. 

The secondary aluminum in- 
dustry was warned that its fate, 
in particular, rests in the hands 


metal 


demand, 


Hodges Seeks to Avert 
Threat of Labor Boycotts 
Against Foreign Imports 


Washington—Secy. of Com- 
merce Luther H. Hodges has 
temporarily averted a threatened 
labor boycott of foreign-made 
radio and television parts by 
starting a study of the imports 
problem centered in Chicago. 

Hodges met last week with M. 
F. Darling, president of Chicago 
Local 1031 of the International 
Brotherhood of Electrical Work- 
ers. Darling earlier had served 
notice the 23,000-member local 
would refuse to handle foreign- 
made parts after May 1. The 
labor leader contended that im- 
ports from low-wage areas, 
particularly Japan, hurt U.S. 
manufacturing and were costing 
the jobs of thousands of workers. 

Darling said he was “amazed” 
at the interest of Hodges and 
other Commerce Dept. officials 
and that he wanted to cooperate 
with them in avoiding a boycott 
and searching for other ways to 
ease the imports difficulties. 

Hodges indicated he may try 
the same approach—a _face-to- 
face meeting with clothing 
workers—on another threatened 
boycott against Japanese textiles. 

The Chicago labor officer met 
with the government officials at 
Hodges’ request. after a Com- 
merce Dept. representative made 
an on-the-spot study of the situa- 
tion earlier this month. 

Darling wants a “tariff wall” 
erected to guard the U.S. from 
a flow of electronic parts manu- 
factured by‘ low-paid foreign 
workers. Many of the foreign 
plants, he said, are owned by 
U.S.-based companies. He 
urged executive and Congres- 
sional action to allow unre- 
stricted imports only of goods 
manufactured by workers receiv- 
ing an amount equivalent to the 
U.S. minimum wage. 


March 20, 1961 


of the scrap dealers. This is due 
to the large inroads hot metal 
has made into the ingot business, 
explained Fritz Nussbaum, Apex 
Smelting Co., Chicago. 

“We, in the secondary alumi- 
num industry, must realize that 
Our competition does not come 
from other metals or plastics, but 
from hot metal. We must guard 
against scarcity in order to meet 
demand of our customers on 
a basis competitive with hot 
metal,” he declared. 


More Price Changes Seen for Brass Ingot Grades 


New York Further price 
changes for brass ingots may be 
on the way, according to the 
Eastern smelter who sparked 
last week’s East Coast-Chicago 
price increase PW, March 
13, pl). 

Ingot prices were up 1'%2¢/lb. 
for yellow manganese 
bronzes, and semi-reds 123, 125, 
and 130; semi-red 120 was hiked 
1%4¢/lb., and all other brass 
ingot grades 1¢/Ib. 

“A few hours after the in- 
creases were announced,” said a 
spokesman for the East Coast 


(see 


brasses, 


firm that initiated the price rise, 
“scrap dealers raised many of 
their brass ingot scrap grades 
¥2¢/\b. This could lead to a 
cost-price spiral depending on 
how high the Japanese are will- 
ing to bid for this scrap and how 
scarce it becomes.” 

Che firm also felt there was 
some question as to whether the 
price should have 
covered as wide a range of ingot 
grades as it did. 

“| think many smelters see a 
chance to get a little extra on 
high grade ingots like the 88- 


increases 


10-2’s,” the spokesman told Pur- 
CHASING WEEK. “The scrap for 
this group isn’t under nearly so 
much export pressure as the 85- 
5-5-5 and the yellow brass ingot 
scrap. The Japanese are concen- 
trating on the low grade scrap 
because it’s quite adequate for 
the areas they export their brass 
ingot to. 

“We 
ferent 


dif- 
ingot 


somewhat 
slant in mind on 
prices,” he commented, “and 
we're working on an over-all 
price revision that we feel would 
be more equitable.” 


have a 


A brand new way to lower washroom costs 


New Twin-C » 


Sorbette 


unfolds by itself 


Here’s a C-fold paper towel 
that actually unfolds itself, as it 
is pulled from the dispenser. 
The full drying surface is in- 
stantly exposed—ready for 
use — without fumbling or un- 


folding! 


An exclusive new folding 
method makes it possible for 
you to enjoy substantial savings 
in your towel costs. Here’s why: 

The Twin-C Sorbette seems 
twice as large as ordinary C- 
fold towels. Therefore, users 
are less likely to take unneces- 
sary towels. Typical washroom 
installations result in savings of 


10 to 40%. 


Twin-C Sorbette is made only 
by Crown Zellerbach but fits 
any standard C-fold dispenser. 

For samples and more infor- 
mation, contact your nearest 
Crown Zellerbach distributor. 
Or write us at One Bush Street, 
San Francisco, California. 


Look at the difference 


in drying size. 


The Twin-C Sorbette towel 
seems twice as large, because 
it’s already unfolded. With 
conventional C-fold towels 
more than half the drying 


surface is hidden. 
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&S crown 
ZELLERBACH 


Distributor Sales Division 


In Canada address product inquiries to Crown Zellerbach Limited, Vancouver, B.C. 


This Week's 


Washington 
Perspective 


Per-mile operating costs of truckers will rise as much as 3% 
under President Kennedy’s highway tax proposals, according to 
Administration estimates. And at least part of it will be passed on 
to shippers in the form of higher rates. That already has been 
made clear by the American Trucking Assn. 

Kennedy sent his big guns to the House Ways and Means 
Committee last week to argue for tax increases of $1-billion or 
more a year to keep the construction program on schedule and 
on a pay-as-you-go basis. Witnesses included Treasury Secy. 
Dillon, Commerce Secy. Hodges, Budget Director Bell and 
Highway Administrator Whitton. 

Committee members appeared unenthusiastic about plans to 
have truckers pay a larger share of the cost of completing the 
interstate highway system. But they have even less enthusiasm 
for the alternatives—cutting back the program, resorting to deficit 
financing or adding 42 ¢/gal. to the gasoline tax. 

The upshot probably will be a compromise. Congress seems 
likely to keep the gas tax at 4¢/gal., approve at least part of the 
gross weight tax hike on trucks, reduce or eliminate the other 
proposed increases, and make a limited diversion of funds from 
the general treasury. 

The Kennedy program would hike truck and bus operating 
costs by boosting the excise on diesel fuel from 4¢ to 7¢/gal., 
tires from 8¢ to 10¢/Ib., tubes from 9¢ to 10¢/Ib., tread rubber 
from 3¢ to 10¢/lb., and the annual federal license on trucks and 
buses over 26,000 pounds from the present $1.0 per thousand 
pounds to $5.00. 

The Treasury figures that a passenger car traveling 10,000 
miles a year would pay about $30 a year in federal taxes. But a 
4-axle combination truck-trailer weighing 30 tons and traveling 
60,000 miles a year would pay at least $1,080 a year. 

. * * 

Business practices—especially those affecting prices—will be 
under constant scrutiny during the four years of the Kennedy 
Administration. The pattern already is set. Congress and the 
Federal Trade Commission are planning inquiries into industry 
price structures, and how they are set. 

Just last week, the FTC mailed questionnaires to 213 of the 
nation’s leading department stores seeking to determine whether 
they received illegal favoritism in advertising and other allow- 
ances from their suppliers of wearing apparel. Reports are due 
back in 45 days. 

A stepup in this activity is almost certain as Pau! Rand Dixon, 
former chief counsel of Sen. Kefauver’s Antitrust and Monopoly 
Subcommittee, takes over as FTC chairman. 

Dixon denied at his Senate confirmation hearing that he would 
use the FTC to regulate business. But he said its role as a con- 
troller of deceptive business practices and trade restraints should 
be strengthened. 

To achieve this, he hopes to split FTC’s bureau of litigation 
into three parts. Each section would handle cases involving 
either restraint of trade, deceptive practices, or violations of the 
Textile Labeling Act. 

On the Congressional front, Sen. Kefauver sent letters to the 
electrical equipment producers involved in the recent Philadelphia 
court case. He is seeking the names, status, etc., of management 
people in all departments of the various firms which make 
products named in the indictments. 

With this information, Kefauver plans hearings to determine 
(1) responsibility of top management for price fixing, (2) if price 
fixing still is going on, (3) how prevalent such practices are, and 
(4) to reveal to the public how the alleged conspiracies work and 
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Week 
Ago 
1,580 
98,535* 
21,018* 
8,474 
14,523 
6,871 
28,273 
85.4 
159,947 
101,350 
87.8* 
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1,103* 
14,226 
365.3 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 

Residual fuel oil, thous bbl 

Gasoline, thous bbl 

Petroleum refineries operating rate, % 
Container board, tons 
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Paper operating rate, % 

Lumber, thous of board ft 
Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
Eng const awards, mil $ Eng News-Rec 
*Revised 
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Year 
Ago 
2,654 
154,195 
30,623 
7,782 
12,149 
7,477 
27,642 
79.7 
167,143 
97,022 
97.1 
236,643 
1,300 
14,271 
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Defense Contractors Briefed on Buying Splurge 


(Continued from page 1) 
spective with a warning that lim- 
ited war is a much more likely 
threat to the U.S. than an all-out 
thermonuclear conflict. 

Stahr’s remark comes against 
the backdrop of a recent shift in 
basic U.S. defense strategy. The 
Kennedy Administration has de 
cided to place a greater stress on 
readiness to fight limited wars 
without nuclear weapons. The 
Administration has concluded 
that the emphasis in recent years 
on building up nuclear striking 
forces to provide a capability for 
massive retaliation has been at 
the expense of the nation’s ca- 
pacity to fight so-called “brush- 
fire” wars. 


Shift Started Under Ike 


Actually, this shift in strategy 
was discernible in the last years 
under Eisenhower. Now the Ken- 
nedy Administration intends to 
accelerate the trend. 

The question of spending for 
limited-war forces is complicated 
by the Pentagon’s failure to break 
down its budget in terms of mis- 
sions. There is no hard-and-fast 
measure of how much is spent on 
limited war capabilities as com- 
pared to general-war forces. 

Right now, the best estimate is 
based on these figures: Roughly 
35% of the $42-billion defense 
budget is earmarked for procure- 
ment and other costs of the stra- 
tegic air command, continental 
air defense, and the Navy’s infant 
Polaris fleet. These are military 


forces exclusively geared to the 
general-war mission. 

So, theoretically at least, the 
remaining 65% of military 
spending is devoted to limited- 
war readiness. But many experts 

particularly these who plump 
for more limited-war spending— 
say these figures present a dis- 
torted view. 


Trend Already Up 


In terms of Army and Marine 
Corps procurement for tactical 
missiles, ordnance, combat vehi- 
cles, and other major weapons— 
items which are unquestionably in 
the limited-war field—the trend 
is already on the upturn. Eisen- 
hower’s 1962 budget sets aside 
$1.8-billion for Army contracts, 
$210-million over this year, and 
$159-million for Marine purchas- 
ing, a $22-million increase. 

Kennedy is expected to in- 
crease these sums—plus Navy 
procurement of such items as 
amphibious assault boats, heli- 
copter assault ships, and tank 
landing vessels. The exact 
amount of the increases will show 
up in the new Administration’s 
amendments to the Eisenhower 
budget which will go to Congress 
shortly. 

Uncertainty 

But pending the White House’s 
final decision on the defense 
budget amendments, the Penta- 
gon is uncertain when and to 
what extent the additional con- 


tracts will be placed. A contract 


5 Electrical Firms 


Philadelphia—The Justice Dept. 
and the Tennessee Valley Au- 
thority filed a joint civil suit in 
Federal District Court here for 
more than $12-million against 
five electrical equipment manu- 
facturers. The first civil damage 
suit growing out of the bid-rig- 
ring convictions, it covers only 
one item: large outdoor oil and 
air circuit breakers. 

Named in the suit were Gen- 
eral Electric Co., Westinghouse 
Electric Corp., Allis-Chalmers 
Mfg. Co., Federal Pacific Elec- 
tric Co., and I-T-E Circuit 
Breaker Co. 


Claim 40% Overcharge 


The government contends fed- 
eral agencies and TVA _ were 
overcharged by 40% on circuit 
breaker purchases between 1951 
and 1960, a period in which the 
concerns purchased more than 
$25-million worth of equipment. 

The government based its 
charge on the fact that circuit 
breaker prices hit a low point in 
the period from August through 
mid-November 1958. The suit 
argues that circuit breaker prices 
during that period were 40% 
less than the average prices paid 
by the government for the same 
products between 1956 and 
1960. It claims that “during this 
base period defendants’ bids 
most nearly approached those 
prices that would have prevailed 
under conditions of open com- 
petition,” 

Other Suits Expected 


It is expected that suits will be 
filed by the government on behalf 
of other sizable purchasers of cir- 
cuit breakers, such as the Atomic 
Energy Commission, Army 
Corps of Engineers, Bureau of 
Reclamation, Bonneville Power 
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Sued for Damages 


Administration, and Southwest- 
ern Power Administration. 


Vigorous Defense Planned 


The three largest companies 
named in the suits reacted imme- 
diately. In New York, GE said 
it will defend itself “vigorously.” 
It said its own “exhaustive audit” 
on most of the sales involved “is 
confirming that the purchasers of 
electrical apparatus have re- 
ceived fair value by any reason- 
able standards.” 

Westinghouse and Allis-Chalm- 
ers, which also have announced 
“voluntary study” programs, took 
similar stands. 

In another development, 80 
private utilities joined in a major 
study of what damages, if any. 
they incurred in equipment pur- 
chases from companies sentenced 
for price fixing. 

Playing key roles in the study 
are two economists and an engi- 
neering firm, hired after a com- 
mitee of lawyers representing the 
utilities met in New York to 
study the possibility of a consoli- 
dated damage suit. 


The Plan 


Here’s how the information 
will be brought together: 

Stone & Webster Engineering 
Corp., Boston, will collect and 
analyze information on the prices 
which the 80 utilities were ac- 
tually charged by the manufac- 
turers. 

Jerome B. Cohen, New York 
City College economics profes- 
sor, will determine what the 
prices would have been if there 
had been no price fixing. 

Willard L. Thorp, Amherst 
College economics professor, will 
furnish general economic advice 
and guidance on the damage 


suit project. 


speed-up is in the works, how- 
ever. 

On the Army side, new pro- 
curement contracts are expected 
to go out for several weapons still 
in the prototype stage. Orders for 
quantity production are likely for 
the 105-mm. self-propelled how- 
itzer developed by GM's Cadillac 
Div. and the 175-mm. gun devel- 
oped by Pacific Car & Foundry 
Co. Production contracts will be 
awarded through competitive 
bids. But the R&D contractors, 
obviously, have a competitive ad- 
vantage on the projects. 

A 90-mm. recoilless rifle devel- 
oped in two Army arsenals is also 
expected to be ordered into pro- 
duction through formal adver- 
tised bidding. 


Expanded Production 


The outlook is also for ex- 
panded production of the M-88 
tank recovery vehicle (Bowen- 
McLaughlin-York is now sole 
producer), the M-14 rifle (Har- 
rington & Richardson of Worces- 
ter, Mass. and Olin Mathie- 
son’s Winchester Div. are already 
in production); 7.62-mm. am- 


Subcontractors to Profit 


Atlanta, Ga. — Lockheed 
Aircraft Corp., which last 
week got a go-ahead from the 
White House to turn out the 
“Super Hercules” jet-powered 
troop-cargo plane, said well 
over 50% of the money will 
go to subcontractors. Lock- 
heed will build 100 of the 
planes, the first lot for delivery 
in 1965. 

The purchasing department 
at Lockheed’s Marietta plant 
near here, said it expects to 
feel the first surge of orders 
within a month. 

Rapid startup is possible 
because, in essence, the SOR 
182 will be a “super” full jet 
version of Lockheed’s C- 
130B, already in use as a mil- 
itary workhorse. 

The 70,000-lb. capacity jet 
will have a speed of 538-600 
mph. It will be designed to 
meet commercial as well as 
military requirements. 

Lockheed said it confidently 
expects to be able to sell an 
additional 100 planes to pri- 
vate carriers before the “Super 
Hercules” program is com- 


pleted. 


munition (Remington Arms and 
Federal Cartridge Corp. are cur- 
rently chief suppliers), the M-113 
armored personnel carrier (Food 
Machinery & Chemical Corp.), 
and Chrysler Corp.'s M-60 tank. 

In some cases, the additional 
production will go to current con- 
tractors, in others new supply 
sources will be selected. 


Other Weapons 

The Army is also eager to in- 
crease production schedules for a 
wide range of other weapons. Ex- 
amples: tactical missiles such as 
Lacrosse, Sergeant, and Redeye; 
small aircraft such as Grum- 
man’s AO-!| Mohawk, Dehavil- 
land’s AC-1 Caribou, Sikorsky’s 
H-37 helicopter, and Vertol’s 
HC-1! Chinook helicopter; trucks 
and other logistic-support vehi- 
cles; and electronic gear such as 
FM command radio. forward 
area communications systems, 
mobile digital computers. and 
such. 
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Rust — and ways and means of fighting 
it — rate special attention in any well 
planned preventive maintenance pro- 
gram. And, naturally, paint is a first 
consideration. 

Before you select just “any paint” to 
solve this common industrial problem 
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FOR A BETTER LOOKING, LONGER LASTING PAINT JOB AT LOWER COST 


however, it will pay you to talk with 
a Barreled Sunlight Engineered Paint 
representative. His thorough knowl- 
edge of the rust inhibiting qualities of 
various heavy duty primers and finishes 
— as to how, when and where to apply 
them — help you make important sav- 


ings in this critical maintenance area. 
This same man can also help you arrive 
at the most economical solutions to 
other painting problems. Call on him 
now for experienced consultation and 
a free in-plant demonstration at no 
obligation. 


BARRELED SUNLIGHT PAINT COMPANY 
126-C Georgia Avenue, Providence 5, Rhode Island 


I want help in selecting the right paint for a specific job in my plant. 
‘a Please send me your “Quick Reference Painting Guide’’ plus your booklet, “How 


To Reduce Painting Costs.’ 


[] Please have your representative call me to arrange an appointment at no obligation. 
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Alisco Revises Distributors Concept 


From Supermarket to Specialty Store 


Garden City, N. Y.—Alisco 
Co., a division of Allmetal 
Screw Products Co., Inc., is add- 
ing a new dimension to the indus- 
trial distributor’s role. 

The six-month-old company, 
which held an introductory open 
house for New York area P.A.’s 
at its Garden City offices March 
9-11, has departed from the tra- 
ditional “catalogue store” idea of 
broad-based inventory support. 
Instead, it handles a narrowly 
selective range of items which, by 
their “standardized nature,” have 
widely overlapping uses in dif- 
ferent industries. 

Three Stock Points 

From three national stocking 
points, (Garden City, N. Y.; Chi- 
cago; and Culver City, Calif.), 
Alisco is providing parts in serv- 
icing to industrial “clients” on an 
individually tailored basis—and 
providing liaison between these 
customers and the parts manufac- 
turers. 

Under the concept, evolved by 
Milton Kauff, Alisco’s general 
sales manager, Alisco makes its 
service available to customers’ 
companies only on a one-year 
contractual basis. 


‘Different Breed’ 


“We're a different breed of cat 
in the industrial distribution 
field,” says Kauff. “We specialize 
along industry, rather than prod- 
uct, lines. We fill the gap which 
has long existed between the 
manufacturer and the ultimate 
consumer.” 

Kauff stresses the fact that 
Alisco’s parts line is highly “dis- 


Electronic Components 
Get Smaller and Smaller, 
Paris Exhibition Shows 


Paris—More performance in 
small packages was the big story 
at the Fourth International Elec- 
tronics Components Show, which 
brought exhibitors here from nine 
nations. 

Among the displays aimed at 
catching the eye of U.S. buyers 
was a miniature neon indicator 
designed for transistor applica- 
tions by a French firm, L. I. R. E. 
The company says it is in the 
process of negotiating a licensing 
agreement with an American firm 
for the unit, which is only 1 in. 
long and has a diameter of about 
% in. 

Another French firm, Com- 
pagnie Generale de Telegraphie 
sans Fil, said it was considering 
putting fritted glass headers for 
transistors on the U.S. market. 
The company claims it can pro- 
duce the items for about half as 
much as American manufac- 
turers and can meet or top 
American standards for the prod- 
uct. 


New Miniature Relay 


Also on display was a new 
relay put out by Le Prototype 
Mechanique. The unit, which 
weighs only 3 grams, will re- 
spond in 100 microseconds when 
used with properly designed 
circuits, according to the manu- 
facturer. It can withstand shock 
and vibration in excess of 30 g. 
and has a life expectancy of more 
than 500-million operations in 
low-current applications, the 
company adds. 


6 


criminatory”’—that is, selected 
with a careful view toward the 
broadest possible industrial ab- 
sorption. 

Some of the manufacturers 
represented locally by Allisco 
are: Thomas & Betts, Schrader, 
Monadnock Mills, Black & 
Decker, Disston, Alemite, S. S. 
White, Campbell Chain, Faultless 
Caster, Whitman & Barnes, All- 
metal Screw Products, Proto 
Tools, Permacel, Armour, Heli- 
Coil, and Quaker-Thermoid. 


US. to Seek World Cutbacks in Lead and Zinc | 


Washington—U.S. officials are 
expected to push a move for 
world cutbacks in lead and zinc 
production at a united nations- 
sponsored meeting this week in 
Mexico City. 

If producing nations agree, 
current depressed prices of the 
metals would tend to rise. 

The 16-nation conference will 
consider the situation of world 
oversupply and lower prices par- 
ticularly for lead; outside the 
U.S., zinc markets are relatively 
stable. 


The U.S. delegation to the 


meeting may offer to trade $20- 
million worth of surplus agricul- 
tural products in exchange for 
lead and zinc production cut- 
backs of 100,000 tons this year. 
Because of the different lead and 
zinc economic positions, how- 
ever, the proposal may run into 
some difficulties. 


Might Hurt House Bills 


Such an agreement would im- 
peril two different legislative ap- 
proaches to aid domestic lead and 
zinc producers which are now 
being pushed in Congress. Rep. 


Ed Edmondson (D-Okla.), chair- 
man of a House interior mining 
subcommittee, has wound up 
initial hearings on his bill to 
establish a subsidy program for 
smaller lead-zinc producers. 


Need Administration Backing 


Both Edmondson and Rep. 
Wayne Aspinall (D-Colo.), chair- 
man of the House Interior Com- 
mittee who wants to tax lead and 
zinc imports, fear their proposals 
will not get far unless the Admin- 
istration indicates some backing 
for them. 


Because Ryerson is the nation’s largest sup- 
plier of steel in all types and sizes—plus alu- 
minum, plastics and machinery—you’re as- 
sured of unbiased recommendations on mate- 
rials and metal-fabricating machines to do 


Unbiased recommendations... 


STEEL... ALUMINUM... 


your job best at lowest cost. 


And along with the size and diversification 


CARBON STEEL —No one even comes close 
to the size and diversity of Ryerson stocks of hot rolled 
carbon steel. All bars, structurals and plates are of 
known analysis or physical properties. Widely acclaimed 
accuracy of Ryerson sawing, shearing and flame-cut- 
ting is assured by published tolerances that are the 


most exacting in the industry. 


ALUMINUM-—Nation-wide Ryerson service on 
Reynolds aluminum inciudes all mill products—a full 
range of alloys, tempers, gauges and sizes. Stocks in- 
clude: flat and coiled sheet; plate; tubing and pipe; wire, 
rod and bar; structural and extruded shapes; commer- 


cial building products and related items. 
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of stocks comes this unsurpassed service: 
certified quality, on-time delivery, top tech- 
nical help, 117 years of integrity. 

Put it all together and you have Metalogics 
—the Ryerson science of giving optimum value 


for every purchasing dollar. Ask your Ryerson 


representative for details. 


TUBING AND COLD FINISHED BARS 
—Here again, Ryerson stocks are by far the nation’s 
largest—including seamless and welded mechanical tub- 
ing; hydraulic cylinder and fluid line tubing; structural 
tubing; new Ledloy® 170 tubing, etc. And in cold finished 
bars—shafting, machinery steel, accuracy stock and 


screw stock, including fast-machining Ledloy 375 & 300. 


INDUSTRIAL PLASTICS-—Call Ryerson for 
Ryertex-Omicron PVC pipe and tubing, sheet and rod: 
plastic that conquers more than 281 corrosive liquids and 
gases—will not weather, rot or age. Also for rigid Kralastic 
and flexible polyethylene pipe, and Ryertex® laminated 


phenolic resin plastics in sheets, rods and tubes... 
special shapes molded to your specs. 
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VA, Manuals Draw Interest of P. A.'s 
At Carolina-Virginia Spring Meeting 


Greenville, S. C.—Advocates 
of value analysis programs and 
purchasing policy manuals 
whipped up enthusiasm among 
Carolina and Virginia purchasing 
agents at the spring meeting of 
the Carolina-Virginia Assn. here 
March 10-11. 

The two-day meeting ended on 
a lively note—with convention 
delegates busily engrossed in 


cost-cutting operations of a com- 
pany. 

Kenneth Cruise of the Bendix 
Corp., national NAPA VASCO 
chairman, directed the value 
analysis session. Earlier, C. 
Warner McVicar, director of 
purchasing and traffic, Rockwell 
Mfg. Co., described procedures 
for formulating a purchasing 
manual. 


ANOTHER HOW-TO SESSION: C. 
W. McVicar, Rockwell Mfg. Co., 
tells about purchasing manuals. 


EXERCISE IN VALUE ANALYSIS: Carolina-Virginia P.A. group huddles 
over practical demonstration of how to reduce the cost of manufactur- 
ing parts. Session was one of a series on practical applications of VA. 


group sessions aimed at demon- 
strating some of the basic princi- 
ples of applying value analysis in 


Elect Officers 


unequaled service on 


CS... MACHINERY 


PLAST! 


ALLOY STEEL—Ryerson developed and per- 
fected a plan to assure risk-proof alloys through an 
8-Step Certified Quality Program—and leads the industry 
in size and diversification of stocks, including case- 
hardening, direct-hardening and heat-treated alloys; 
leaded alloys, including Rycut® steels (fastest-machining 
in their carbon ranges); aircraft quality alloys, etc. 


METALWORKING MACHINERY—More than 
3800 types and models of machinery and tools produced 
by nearly 100 of the nation’s leading manufacturers are 
available through the Ryerson Machinery Diviston. The 
broadest line available from a single source includes 
equipment for bending, braking, forming, hoisting, drill- 
ing, pressing, punching, rolling, sawing, shearing, thread- 
ing, welding. Also, material handling equipment. 


STAINLESS STEEL—2351 sizes, shapes, types 
and finishes of stainless in Ryerson stocks. All certified 
to meet ASTM, SAE, Military, DuPont or G.E. specifica- 
tions—assuring close control over chemical composition 
and mechanical properties. Call us for all your require- 
ments on stainless sheets, plates, bars, pipe and fittings 
and tubing, heads and machine-cut rings and discs. 
Cutting facilities include latest Heliarc equipment. 


SHEET AND STRIP STEEL—More than 20 


kinds. 


Hot rolled, cold rolled and pickled and oiled— 


tight-coated galvanized and galvannealed—Ryex® ex- 


panded metal, perforated sheets, etc. 


Latest shears, 


slitters, and cut-to-length lines enable us to give fast 


delivery on every requirement. 


STEEL* ALUMINUM * PLASTICS * METALWORKING MACHINERY 
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RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the Steel Family 


Nearly 100 purchasing execu- 
tives from the Carolinas and Vir- 
ginia attended the Greenville 
meeting and elected officers for 
1961-62. 

Hall B. Whitworth, materials 
manager for Champion Paper & 
Fiber Co., Canton, N. C., was 
named president, and B. B. 
Parker, director of purchases at 
Duke Power Co., Charlotte, 
N. C., was elected vice president 
of the association. 

Other officers include: H. Greg 
Lee, of Package Products Co., 


NEWLY ELECTED: H. B. Whitworth 
(left), was chosen as president, 
and B. B. Parker, vice president. 


Charlotte, secretary; E. C. Tay- 
lor, Piedmont Natural Gas Co., 
Charlotte, treasurer; and Wade S. 
Bostic, Southern Bell Tel & Tel 
Co., Columbia, S. C., financial 
committee chairman. Frank C. 
Campbell, Jr., Celanese Corp. of 
America, Charlotte, and L. M. 
Hodgin, Oakdale Cotton Mills, 
Jamestown, N. C., were named 
directors of the organization. 


Airlines Expand Program 
For Pooling Spare Parts 


Kansas City—Plans for 
stepped-up pooling of aircraft 
spare parts were outlined here by 
over 30 foreign airlines, along 
with Pan American and TWA. 

At the meeting, 13 overseas 
pooling points were added to the 
127 already in use. In addition, 
seven more carriers joined the 
pool, bringing the number of par- 
ticipating airlines to 37. 

J. A. Shaunty, TWA director 
of technical purchasing, estimated 
these additions increased by $3- 
million the combined savings to 
the airlines in parts that other- 
wise would have to be shipped 
long distances or purchased out- 
right. This brings the total sav- 
ings by the airlines to date to 
over $30-million. 

U.S. pooling points are main- 
tained by Pan Am in San Fran- 
cisco, “Miami, New York, and 
Boston; by TWA in Los Angeles, 
Chicago, Baltimore, and Philadel- 


phia. 


Comparative Prices of Selected Materials sa his rt 
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Key changes ordered in the 
program by Interior Secy. Stewart 
L. Udall will: 

@ Make room for some 13 or 
14 new importers by loosening 
restrictions under which they may 
operate governing imports. 

@Raise the import quota by 
some 39,000 bbli./day — to 
461,427 per day for the 12 
months beginning April 1. 

@Switch quotas from an an- 
nual to a quarterly basis, allowing 
companies to import 20% of 
their total allocation in the first 
quarter (April-June), 16% in the 
second, 27% in the third, and 
37% in the fourth. 

The level of imports set for 
each year will be designed to 
make up the difference between 
domestic residual production and 
demand. However, the traditional 
31 importers of residual will lose 
some long-standing advantages. 

These firms will be allowed 
85% of the ratio of their imports 
to total 1957 imports. But this 
percentage will be dropped 3% 
each year. In addition, they will 
face new competition under the 
revised program. 

Udall essentially stuck to the 
change ordered by President 
Eisenhower just before he left 
office, allowing new companies 
into the program on the basis of 
the capacity of their deep water 
facilities. 

However, Udall broadened the 
program by eliminating the re- 
striction that gave import quotas 


only to companies which im- 
ported in 1957. This further en- 
ables domestic processors who 
San have never previously imported 


to get an import allocation. 


Another feature of the pro- 
gram is a sliding scale which will 
be used in the first year to give 
smaller companies a larger pro- 


portion of the total allocation. 
This calls for the Interior Dept. 


to withhold 2% of this year’s al- 
location to make room for firms 
z , which do not now have terminal 
Ps facilities, but will obtain manage- 
é 


ment and control of facilities be- 
tween April 1 and Sept. 30, 
1961. 

Under the sliding scale, the 


WILSON JONES 339-LINE FLEXIBLE RING BOOKS company receives an import al- 
; : , location based on a certain per- 

Snap the rings open and closed. Roll back the covers without fear of cracking them. centage of his inputs, domestic 

Never before such quality in a medium-price ring book. All made possible by Wilson and foreign, during the year 

Jones construction: handsome black Levant grain simulated leather over soft ended last Sept. 30. 

double cover boards...opening triggers on all sizes*...steel ring-protector strips... 

pressboard end sheets...plus sewed-in pocket in back cover. 3 sizes...all with Alcan Builds Inventory 

3 rings. Ask your stationery or office supply salesman to show you one of these new M 

Wilson Jones Flexible Ring Books today. igh sila websted chaaine Witiaie. oe nag geek Ps 


Kitimat plant in British Colum- 
bia should continue to receive 


WILSON JONES lve Ss cight week sit-down 


209 S. JEFFERSON ST., CHICAGO 6 NEW YORK + BOSTON - ATLANTA - SAN FRANCISCO scheduled to take place this 


©copyright, 1961, W. 3. Co. Available in Canada: Wilson Jones Company (Canada) Ltd. 7 Ingram Drive, Toronto 15, Ont. summer. 
During the past _ several 


months, the Kitimat smelter has 
built up large inventories by op- 
erating at a capacity of 192,000 
tons annually. 
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@ Handling Equipment Makers See Spring Pickup | 


New York—Signs of quick- 
ening demand are sparking pro- 
ducer optimism in the material 
handling equipment industry. 
The latest figures from the Ma- 
terial Handling Institute puts 
industry sales for January at 
116.24—6 points above the low 
December level (see chart). 

And the pickup is becoming 
even more pronounced. “Our 
March bookings are running 
25% ahead of January and 
February,” reports Clark Equip- 
ment Co., “and we look for them 
to keep going up.” 


published 15% to 
20% 

Although price competition is 
expected to ease up with im- 
proved sales, two trends are 
likely to continue: 


prices by 


® Increased leasing and rentals: 
When business started slowing 
down, more users turned from 
buying new equipment to leasing 
and renting. Producers feel that 
this type of business will con- 
tinue to increase — especially 
if resurgent demand firms sales 
tags. 


@Slowdown in product de- 
velopment: The rush to improve 
and upgrade equipment _ that 
characterized the industry seven 
to eight months ago has slowed 
down to a walk. 

Users weren't 
more expensive equipment and 
producers couldn't afford the 
increasing expense of product 
development,” observed § one 
industry executive. “The capital 
goods picture will have to get 
considerably brighter before 
product improvement is stepped 
up again.” 


buying the 


=~ 1954—= 100 
70 


Material Handling Equipment Orders 


Purchasing Week March 20, 1961 


“Our inquiries are higher than 
ever,” comments a spokesman 
for Rapids-Standard Company, 
“and our projection is for sales 
volume to show real strength by 
midyear.” 

It’s still a hard sell market, but 
manufacturers of material han- 
dling equipment are scenting the 
prospect of firming prices to go 
with increasing sales volume. 

“I look for our prices to go up 
3% to 4% soon,” says a large 
Eastern manufacturer of fork 
trucks. 


Others More Cautious 


Other 
cautious. 
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PICK 
A 
BETTER 
PUMP 


producers are more 
A Midwest producer of 
package conveying equipment 
sees tag prospects as “stable 
with some lessening in the com- 
petitive price shading that’s 
currently squeezing our profits.” 

The profit squeeze is general 
throughout the industry at pres- 
ent. Most companies have had 
to improve their servicing ar- 
rangements; in some cases equip- 
ment service is packaged in with- 
out extra charge. 


Widespread Discounting 


And price discounting is wide- 
spread. In fork trucks some 
companies are reported shading 


Western Union Seeks 
FCC Probe of Telpak 


Washington—Western Union 
Telegraph Co. claims that its $52- 
million nationwide microwave 
network now under construction 
is threatened by AT&T’s new 
Telpak service. The company is 
asking the Federal Communica- 
tions Commission to take a new 
look at its authorization for Tel- 
pak to make sure it is not foster- 
ing a future monopoly of the pri- 
vate wire business. 

Telpak permits a company to 
connect widely separated opera- 


You’re sure of getting the right pump—at the right price for any job 
when you pick one from our “shelf”—the biggest in the industry! Fairbanks-Morse 
provides you with the widest range of pumps for industry. 
Fairbanks-Morse field engineers can provide you with the most pump and 
price possibilities for any installation. And—besides biggest selection, 
you get the best pump your money can buy .. . because every one built 

is backed by years of experience in pump manufacturing! Whatever 

your needs — F-M has the pump to do the job. 


tions with a broad band of elec- 
tronic circuits which can carry a 
combination of different types of 
communicatio i facsim- 
ile, teletype writer, etc.—instead 
of buying separate lines. 
Losing Business 
Western Union says it is losing 
business to Telpak and wants the 
FCC to reconsider whether Tel- 


TURBINE POT PUMPS 


Take less floor space than 
any other type. Turbines 
mounted in own suction 
tanks. Provide peg pres- 
sures to 3000 psi . . . 30,000 
gpm, for all Aad of liquids. 
Easily converted for future 
capacities or pressures. Only 
one of a series of F-M close- 
coupled vertical turbine 
pumps. 


SPLIT CASE PUMPS 


Our newly designed series 
with replaceable wearing 
rings for longer pump life. 
Features mechanical shaft 
seals. Designed for circulat- 
ing and booster duty in build- 
ing or industrial applications. 
Available in horizontal or ver- 
tical designs, single or double 
suction. 


ADAPT-ABLE 
CENTRIFUGALS 


New NEMA-MATCHED frame 
and simple adapters provide 
you with many pumps in one! 
Simplifies inventories. Instal- 
lations, adaptations, or main- 
tenance is swift and easy. 
Available in horizontal, ver- 
tical, and Biltogether designs 
with non-clog, semi-open or 
enclosed impellers. 
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DEEP WELL 
TURBINE PUMPS 


New design! Increased effi- 
ciencies up to 35% for smaller 
power requirements. Provides 
greater capacities—to 30,000 
gpm ... higher pressures, to 
1500 ft. In sizes 4” through 
48”.With semi-open or closed 
impeller. 


DEEP WELL SUBMERSIBLES— BILTOGETHERS—SUMP PUMPS—NON-CLOG PUMPS—SUBMERSIBLE 
SEWAGE PUMPS—PROPELLER PUMPS—EJECTOR PUMPS~—AND MANY OTHERS 


PAIRBANKS MORSE 


A MAJOR INDUSTRIAL COMPONENT OF 


FAIRBANKS WHITNEY 


pak rates are too low. It also 
wants permission to carry voice 
circuits for private wire custom- 
ers as AT&T is allowed to do. 
Western Union’s new microwave 
system, scheduled for completion 
in 1962, would enable it to offer 
high quality voice service, the 
company says. 

Western Union says it is the 
only company which can now 
compete with AT&T for the na- 
tion’s $180-million-a-year _ pri- 
vate wire business. 


All Fairbanks-Morse Pumps are built to provide continuous 


operation with lower maintenance costs. For further infor- 


mation on any type—any model, write: Pump & Hydraulic 


Division; Fairbanks,Morse & Co., Kansas City, Kansas 
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| P/W MANAGEMENT 


MEMOS 


A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


Seed Money 


Economists seldom flavor their earthbound prose 
with any imaginative touches, but on occasion 
they do let themselves go in tiny flights of fancy. 
A good example is in their use of the term “seed 
money” to describe funds invested by industry in 
basic research. 


The terms with its connotations of research money as a 
seed out of which future wealth springs is especially apt in 
view of industry’s eagerness to spend a bigger and bigger 
share of its investment dollar on research and development 
projects. Some industries, notably aviation, have gone almost 
completely overboard on research and are spending almost 
as much for R&D as they are for capital equipment. 

But industry’s long love affair with research may 
be about to encounter one of the harsh laws of 
economics—the law of diminishing returns, ac- 
cording to Prof. Yale Brozen, director of research 
of the University of Chicago School of Business. 
In an article in the school’s Journal of Business, 
he points out that returns on research investment 
will tend to shrink as more and more new prod- 
ucts jostle each other in the market place. 


If products continue to multiply at their present rate, Prof. 
Brozen figures, investment in research should start leveling 
out from the present phenomenal 15% growth rate per year 
(in terms of dollars) to an annual rate of 7% by 1975. It 
may be possible to arrest this decline, he says, but only for 
a few years and then only if there is a marked improvement 
in present management research techniques. 


; 
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Minority Report 

The notion that hard-driving executives are more subject 
to stress ailments than any other industry group is under fire 
from a growing minority of the medical profession. Evidence 
to support their stand comes from a three-year study among 
90,000 DuPont employees that found that first heart attacks 
occurred least often among the highest salaried groups. 

The coronary rate among the top salaried executives, ac- 
cording to the DuPont survey, was 2 per 1,000 persons, com- 
pared with 2.4 for the second highest salaried group. The 
rates in the two lowest salaried groups were 3.8 and 4 per 
1,000 persons annually, the study reported. 


Demise of Brand X 

British soap makers are up in arms over a recent ruling by 
the government-appointed Independent Television Authority 
that orders them to stop using Brand X as their favorite punch- 
ing bag on TV commercials. It’s still all right for the brand 
name makers to say that their soap flakes wash “whiter” or 
“whitest,” ITA said, but they no longer can claim unusual 
qualities that make their product “superior to all other makes,” 
particularly the nonexistent Brand X. The British soap in- 
dustry shells out about $30-million a year for TV advertising. 


Short Pointer 

A language expert views with alarm the tendency of many 
writers to overindulge in the use of the word “problem.” To 
judge from their effusions, most of these writers spend the 
better part of their working day brooding over the uncertain- 
ties of our time—economic, sociological, socio-economic, 
scientific, fiscal, psychological, moral, personal and person- 
nel “problems.” What would happen, he wonders, to all their 
fine prose if the word were abolished from everyday use? 
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Personal glimpses of P.A.’s 
as they march by in the news 


Small wonder that the P.A.—whose 
profession is so dependent on exactness 
—often has a deep appreciation for the 
precise complexities of music. Thus: 

® Joseph W. Nicholson, for 35 years 
City Purchasing Agent of Milwaukee 
and now a PURCHASING WEEK con- 
sultant, not only is a fine organist and 
choirmaster, but actually designed 
and built the magnificient instrument 
you see above (the Cocker Spaniel 
listening for his master’s voice is 


Nicholson bought the basic instru- 
ment—an ex-theatre organ—during 
the depression for 10¢ on the dollar. 
Then he proceeded to get rid of all 
the “lollipop” gadgets and substitute 
true church and concert voices. This 
he did in typical P.A. fashion by trad- 
ing pipes (supplemented by the pur- 
chase of an 1873 organ which he dis- 
mantled and added to his own). 

Result: After two decades, Nichol- 
son has a 3-manual, 20-rank, 30-stop, 
18-coupler concert job, powered by a 
2 h.p. blower and activated by 20 miles 
of electric wire. 


10 


To friends who want to know how 
he keeps from spreading Bach for 
blocks around, he says “I know how to 
control this instrument.” 

@ Another fine music enthusiast is 
William C, Cawthon, General Purchas- 
ing Agent for Chrysler Corporation 
(Detroit), who’s been taking lessons 
on the electric organ. 

@The musically-inclined P.A. who 
recently co-chairmaned the “Ladies 
Night” dinner dance of the Erie P.A.’s 
Assn. and the Tartan Ball of the Erepe. 
Grotto, tells PURCHASING WEEK that 
he’s studying the piano. John Jeffrey, 
Jr., P.A. for Erie Industrial Electric 
Co., claims that outside of his family, 
this has been something of a secret. 


Here’s a P.A. who takes to boating 
for relaxation and safety: 

een above (right) at the helm of his 
17-ft. Sea Lancer is Norman F. Rabe, 
Manager of Industrial Purchasing, 
Kellogg Company (Battle Creek, 
Mich.) whose appreciation for boating 
is greater than just owning a 75-hp. 


outboard. Rabe believes water traffic 
should be regulated in order to pre- 
vent serious accidents (a subject 
covered in P/W’s “Personal Perspec- 
tive’ on March 13) and accordingly 
has been an active member of the Cal- 
houn County Water Safety Committee 
and is serving his fourth year on the 
U. S. Power Squadron. 


Richard E. Johnson, newly ap- 
pointed Assistant Purchasing Director 
for American Steel & Wire Div. of 
U.S. Steel Corp. (Cleveland) truly saw 
the commercial world before coming 
into purchasing. 

In the seven years it took him to 
work into a college degree, Johnson’s 
jobs included running a 300-quart 
dairy (bottling, pasteurizing, deliver- 
ing), installing home insulation, work- 
ing as an auto mechanic and service 
station attendant, selling newspapers 
and magazines, plowing driveways 
with his own equipment, working on 
farms, construction jobs, and in 
grocery and drug stores. 
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PURCHASING WEEK ASKS .. . 


How do you determine if the price quoted for an item gives “full value”? 
Question asked by: Solon A. Bennett, Senior Buyer, AiResearch Mfg. Co. of Arizona, Phoenix 


A. J. Reh, purchasing manager, Mueller Climatrol Div., Worthing- 
ton Corp. (heating & air conditioning equipment, etc.), Alhambra, 
Calif.: 


“Having ‘price knowledge’ and employing a simple system of price 
evaluation establishes the full value of the quotation. The essential 
element of the purchase is the price, but it is necessary to single 
out any camouflaging that could add to the cost. Through price 
knowledge, which is based on experience, familiarity with the item 
and general conditions, we know approximately what our cost should 
be. Through price evaluation, we have an effective approach of 
detailed comparisons and analysis that bring out elements applying 
to the value of the purchase.” ; 


Bernard Cantor, director of purchasing, American Standard Prod- 
ucts, Inc. (screws, bolts, studs, etc.), Hartford, Conn.: 


“Price seems so definite and yet we are often reminded, quite 
painfully, that price turned out to be only a small part of the 
total cost, which included quality problems and overdue deliveries. 
Whenever appropriate, our aim is to find many sources that can 
furnish material of the desired quality within the necessary delivery 
time and then let price be the deciding factor. To do our part we 
help the vendor with his quality standards and cooperate in every d [ 
way we can. As long as we remain alert to the possibility of adding 
and changing sources we feel that this is the best way to determine 
that a quoted price has given us full value.” Suppliers and sub-contractors in the Northern Plains 


can be pinpointed quickly by the Facilities Register, a 


__ | unique electronic index of production facilities. Whether 
J. J. Special, director of procurement, Howell Instruments, Inc. (air- : aay : ; 
craft parts, etc.), Fort Worth, Tex.: yours is a problem of finding new suppliers, contracting 


“There is no substitute for multiple bidding or quoting for estab-| for idle machine time, shortening lines of supply, or ob- 
lishing a price for an item. In addition to this, our own estimating =e : ‘ 
department helps to put a dollar value on items procured on the] taining better quality and service: 
outside. Besides price, however, quality and reliability records are 


screened in order to establish full value.” ASK THE MAN 
FROM THE 


NORTHERN 


| Pa 
ase PLAINS 
J. A. Barbato, hasi t, Lundy Mfg. Corp. (electro- 
mechanical products), Glen Head, N. 7% : ee NORTHERN NATURAL GAS COMPANY 


SERVING THE NORTHERN PLAINS (_) GENERAL OFFICES: OMAHA, NEBR. 


“To begin with the buyer should have common knowledge of the 
material he is purchasing and also its intended use. Terms, delivery, 
and most of all the reliability of the vendor furnishing the material 
are of prime importance. An intimate knowledge of current prices, 
time, and labor involving the purchase is also a good guide as to 
whether the price quoted is of full value. Quotes sent to vendors 
should contain full information, permitting each vendor to quote as 
efficiently as possible. In keeping with the above principles a buyer 
should be able to realize that the material he is purchasing can be : >_> 


~ Gi 


secured at a price compatible to all concerned.” — [: A 
/ the 1 3, 
| MASON ¢-.5» 


Hal Miller, director of procurement, Allied Engineering & Produc- "Now fouing the North and. South I nee 
tion Corp. (hydraulic presses, cylinders, etc.), Alameda, Calif.: = 


“Due to our diversity in designing and manufacturing of exotic SILVER 

space age machinery, missile components, etc., our general policy Pomc hag ol Md 
is to request bids based on our specifications and quality require- 
ments for the particular item or items from at least three reliable 
sources. All bids are carefully reviewed for best price, delivery, 
and compliance with our bid requirements. Alternates and excep- 
tions are reviewed with our engineering department as they may 
offer simplicity and reduced cost.” 


J. E. Huntley, buyer, Janitrol Aircraft Div., Midland-Ross Corp., 
Columbus, Ohio: 


“To determine full value, I consult record cards for previous 
prices, vendor rejections, and delivery performance. I try to learn 
from salesmen, engineers, and personal inspection as much about 
the items I purchase as time permits. I usually request several quo- 
tations which I compare and then select a vendor. The price is 
not always the lowest quoted due to delivery, exceptions to specifica- 
tions, etc. If a particular price appears extremely low, I investigate 
to determine if a mistake was made or the company has developed 
some unique process or more efficient manufacturing method.” 


John Urbanski, purchasing agent, Stein Seal Co. (mechanical pack- 
ing seals), Philadelphia: 

“The term full value implies four factors—price, delivery, quality, 
and reliability of the vendor. I feel I am getting full value when an 
item is quoted to me: at a price I am willing to pay; with the 
delivery I am looking for; and on a good quality item from a reliable 

~ a vendor who will cooperate in any possible way and stand by his 


4 ™ product.” 
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This Week's 


Foreign Perspective 


MARCH 20-26 


Bonn—A slightly firmer trend in European steel export prices, 
plus longer delivery times, has brought a slackening of export 
orders from the U.S. 

The price advantage of European steel has been narrowing 
recently, wiping out some of the price advantages which P.A.’s 
in the U.S., enjoy. The recent upward (5%) revaluation of the 
mark has added further pressures. 

European steel manufacturers also are showing concern over 
what appears to be shaping up as an export offensive by U.S. 
steel firms. Traditionally, U.S. suppliers are cheaper in the 
field of fine and zinc-plated sheets, while European firms gen- 


erally show a price edge over U. S. firms in concrete steel types. 

Based on the present volume of European steel exports, the 
prevailing firm trend should continue. However, steel prices 
have been known to wobble in the past, despite a steady flow 
of exports. Also, observers note that export prices are still less 
firm than those within the European Coal and Steel Community. 


Leipzig—One indication of the U.S. export offensive was in 
evidence at the Leipzig Spring Fair, where a handful of North 
American steel firms made a bid for expanded business in the 
Communist half of Europe. The firms, displaying their wares 
in a joint booth, were National Steel Corp. (Detroit), Washing- 
ton Steel Corp. (New York), Babcock & Wilcox Co. (New 
York), Sutton Steel and Metal Corp. (New York), Dominion 
Foundries and Steel, Ltd. (New York), and Sutton Foundries 
and Steel, Ltd. (Ontario, Canada). 

Though U. S. steel prices have been pared somewhat recently, 
the firms at Leipzig stayed out of any of the price battling that 


The 
President 
of Swingline 
Shows: @ « 


YOUR IMPRINT 
HERE 


FREE! 


How American Ingenuity 
Solved the Pilferage 
Problem in Staplers 


a” 


Disappearing staplers had been a major problem in many business firms until 
Swingline Research Experts came up with the answer: an exclusive imprinting 
process that permanently identifies every stapler you buy with your firm name or 


trademark. 


RESULT: Major firms throughout the country who are now using Swingline 
No, 27 Imprint Staplers find people love them...but leave them. 


And...did you know Swingline also makes Staple Removers ? 


The same high quality you enjoy in Swingline Staplers is yours in Swingline Staple 
Removers. Extract staples in one easy, quick movement saving fingernails and 
paper...won’t tear even the thinnest onionskin. Crisply modern in design with all 
metal parts finished in gleaming, tarnish-proof chrome, this handsome Staple 
Remover comes in 4 favorite colors: red, green, black and grey. Write for a com- 


plete list of Swingline Office Aids. 


2 - ® 
Ss INC., Long Island City 1, New York 


World's Largest Manufacturer of Staplers for Home and Office 
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the Communists often pressure 
for at a show of this type. Their 
sales pitch: American know-how. 

The firms came to Leipzig 
without any U. S. backing or 
even encouragement. Argued 
one spokesman for the group, 
“The U. S. should expand ex- 
ports to the Communists: It’s all 
brand new money for the U. S. 
balance sheet, and you don’t 
have to worry about what politi- 
cal effect exports will have on 
the economies of these coun- 
tries.” 

At present, American steel 
sales to East Europe are in- 
significant. The Soviet Union 
took about 75,000 tons last year, 
the rest of the Communist bloc, 
about 40,000. This business, 
acquired on a hit-or-miss basis, 
amounted to barely 42% of the 
total U. S. steel exports. Said a 
National Steel representative, 
“Now, the tough situation in the 
States and all the excess capacity 
it has created means we have to 
find new, even unconventional, 
outlets.” 


London — The _ International 
Tin Council decided to continue 
without export quotas through 
the second quarter of this year. 
Since this decision was generally 
expected, it registered no effect 
on prices. Lifting tin quotas last 
Oct. 1 did not weaken tin prices, 
which have shown a firm trend 
ever since. 

The Council somewhat modi- 
fied the new Tin Agreement 
which goes into effect July 1. At 
present, buffer stocks—used to 
stabilize tin prices through buy- 
ing and selling by the pool man- 
ager—are 10,000 tons. Under 
the new agreement, these stocks 
will be raised to 12,500. At the 
same time, the equivalent of 
$7,500 in cash will be made 
available to the pool manager 
for negotiations. 

Demand-supply relationship is 
expected to continue as is, with 
possible increased supplies from 
Malaya and_ Bolivia being 
matched by a looked-for upturn 
in tinplate demand in the U.S. 
and Great Britain. 


Toronto — Canadian unions 
are expected to push for larger 
overtime pay to help fight un- 
employment. 

This is the word from the 
United Rubber Workers, which 
is Mapping a campaign to get rid 
of overtime at Goodyear’s new 
Toronto plant by asking double 
pay for Saturday as well as Sun- 
day. The theory: This will force 
employers to hire more workers 
instead of working the present 
staff extra hours. 

The union said it expects other 
unions to apply the same anti- 
overtime strategy. 


New York—A super clearing 
house for import-export cargo 
to be located here was proposed 
by the New York Port Authority 
in a report to Gov. Nelson 
Rockefeller. Estimated cost: 
$300-million. 


Washington—The House Agri- 
cultural Committee approved a 
State Dept. request to cut sugar 
purchases from the Dominican 
Republic. The law, as it stood 
at the time of the Cuban buying 
cutoff, gave part of the Cuban 
purchases to the Dominican Re- 


public as a windfall. 
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Do you have any of these 


COST-CONSUMING 
BUSINESS PROBLEMS? 


NEW [ CZ 


OPAK-) HELPS 


YOU SOLVE THEM ALL! 


Mattresses arrive factory-fresh when 
sealed from soil in Clupak extensible 
paper. Economical —out-performs con- 
ventional kraft of higher basis weight. 


Padding auto bumpers with Clupak 
extensible paper protects chrome from 
costly nicks and scratches. Where 
ordinary kraft tears, Clupak stretches! 


sn li 


Protect tools with poly-coated, flexible 
Clupak extensible paper. Molds to odd 
shapes, stretches and flexes with film, 
resists punctures from sharp edges. 
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“Keep rugs clean and fresh by shippin 


read how... 
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sits 


Seal bags tightly with sp made from 
Clupak extensible paper. These tougher 
closures stretch to absorb shocks which 
cause failures in ordinary kraft seals. 


et 


them in Clupak extensible paper. 
Stretches to reduce splits and tears 
experienced with ordinary kraft. 


“oS 
Keep flowers and plants safe in Clupak 
extensible paper — soft, flexible, yet 
remarkably tough. With poly-coating, 
it's an ideal wrap for all fragile items. 


reduce product damage and waste because 
they stretch to absorb impact which often 
rips ordinary bags. Stack more compactly, too! 


tinea 


Boat shrouds of Clupak extensible paper offer 
best protection from surface marring. Clupak 
gives to absorb blows that damage ordinary 
paper. Flexible... molds to boat's outline! 


Prior to CLUPAK extensible paper, there 
were no controlled standards of toughness 
in the paper industry. Clupak, Inc., is proud 
to have established these standards and 
permits the use of its trademark only on 
paper which meets these rigid toughness 
requirements. 


SPECIFY CLUPAK...THE REVOLUTIONARY 
NEW MATERIAL THAT HELPS YOU CUT COSTS 


EXTENSIBLE 


CLUPAK: 


PAPER 


*Clupak, Inc.’s trademark for extensible paper manufactured under its authority and satisfying its specifications. Clupak, Inc., 530 5th Ave., N. Y. 36, N.Y. 
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P.A.'s Help Stop Colorado BuyAmerican’ Move 


Denver, Colo.—Opposition by 
local purchasing agents here last 
week contributed to the defeat in 
the state senate of a “Buy-Ameri- 
can” bill. 

The measure would have pro- 
hibited P.A.’s from buying any- 
thing “mined, manufactured, or 
produced” outside the U.S. or its 
territories, except when they 
could find no “comparable do- 
mestic substitute. The restriction 
would have applied to purchases 
by the state, county governments, 
cities, and public school districts. 

In testifying against the bill, 
the P.A.’s emphasied two points: 

@ That availability of imports 
keeps domestic suppliers “hon- 
est” in bidding and pricing. 

@That ‘Buy-American’ pro- 
grams raise the difficult problem 
of determining which products 
are American and which are 
foreign. 

Passage of the measure would 
affect competition most seriously 
in the office equipment, dupli- 
cating machine, and _ sewing 
machine fields, said Edgar A. 
Olander, P.A. for the Denver 
public schools. 


Complicate Purchasing 


Olander also pointed out that 
the restriction would complicate 
purchasing since many U.S. 
companies manufacture some 
parts of their product lines in 
Germany, Canada, Scotland, and 
other foreign countries. Another 
problem would be the classifying 
of companies such as Under- 
wood, which are partially owned 
by foreign firms, he said. 

“It would be _ extremely 
difficult to identify the products 
wholly made in the U.S.,” 
Olander concluded. 

Also testifying against the bill 
was Lacy Wilkinson, state P.A. 
who said, “About the only com- 
petition we get is from foreign 
manufacturers.” 

Wilkinson’s main complaint: 
scientific instruments. Not onl 
is foreign equipment muc 
cheaper than similar domestic 
products, he said, but American 
manufacturers generally quote 
the same price. As an example, 
he pointed out that within the 
past several months the state had 
received foreign bids on survery- 
or’s transits of between $600 and 
$700, while domestic brands 
were priced at about $800. 

The testimony of Olander and 
Wilkinson was supported by 
Robert F. Martinec of the Den- 
ver City and County purchasing 
office. He said price variations 
are particularly noticeable in the 
office machine field, where 
domestic bids run about 20% 


Broadens Line 


Pittsburgh—Pittsburgh Chem- 
ical Co. has broadened its pro- 
duction of raw materials with the 
opening of a maleic anhydride 
plant at Neville Island, Pa. 

The new facility has an an- 
nual capacity of 20-million Ib. 
for the chemical, which is used 
in the manufacture of polyester 
and aklyd resins, paints, plas- 
ticizers, agricultural chemicals, 
petroleum additives, and phar- 
maceuticals. 

Maleic anhydride from the 
new plant will be available in 
molten form for shipment in 
: cars nat trucks and in 

riquettes, aged in 250 ib. 
drums and 50 Ib. ony 


14 


higher than those of foreign. 

Martinec added: “Any P.A. 
who does his job can control the 
‘Buy-American’ problem himself 
by preparing specifications that 
can be met only by the superior 
American product.” 

Although the “‘Buy-American’ 
philosophy received a setback in 
Colorado, a development in 
California showed that it still is 
a force to be reckoned with. 
There, a bill to repeat the state’s 
1958 ‘Buy-American’ act was 
killed at its first hearing by an 
assembly committee. 


Sponsors of the measure had 
proposed—as a substitute for the 
‘Buy-American’ act—a bill that 
would allow P.A.’s to accept 
foreign bids if they were at least 
10% lower than the lowest offer 
from a domestic firm. 

Similar laws or regulations 
limiting the freedom of the P.A.’s 
to buy foreign-made products are 
in force in a number of other 
states, including Florida, Hawaii, 
Indiana, Maine, Massachusetts, 
Montana, New York, Ohio, 
Oklahoma, Pennsylvania, West 
Virginia, and Wyoming. 


\NICB ‘Help Wanted’ Index Steadies 


New York—tThe National In- 
dustrial Conference Board “help 
wanted” index has steadied after 
seven months of steady decline. 
The stabilization appeared to be 
another indication that the re- 
cession may be bottoming out. 

The index, which measures the 
volume of newspaper want ads, 
has been relatively stable now 
for several months. The last time 
such stability followed a decline 
was in early 1958—just before 
the economy came out of the ’57- 
°58 recession. 

The NICB notes that this close 
relationship between help wanted 


advertising and the business cycle 
has held for the past 40 years. 
The Board adds: “Because of its 
strongly pronounced cyclical 
movements and because of the 
timeliness with which the data 
may be collected, a help-wanted 
index is a useful tool for ap- 
praisal of current business condi- 
tions.” 

A closer look at the figure re- 
veals that the index has quite a 
way to go before hitting previous 
highs. Thus, the latest level 
(though stable) is still 27% below 
the high hit in February of last 
year. 


A Statement by W. E. Grace 
President and Chief Executive Officer 
Fruehauf Trailer Company 


Fruehauf Reduces 


of 


W. E. Grace 
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Trailers as 


| * the face of a persistent upward trend in the 
prices of most commodities, Fruehauf is making 
an important pricing announcement. We are 
reducing the list prices* of our Volume*xVan Dry 
Freights, Volume*xVan Reefers, Steel and Alu- 
minum Tank-Trailers and Volume*Van Truck 
Body lines. 


For example, prices of our most popular Alu- 
minum Volume*xVan models are reduced as 


follows: 
EXTERIOR POST—TANDEM AXLE ALL-ALUMINUM 
VOLUME + VANS 
Raneths BB’ oo ccccoccesscce List Reduction $140 
Length 38’...........+++- List Reduction $235 ~ 
Ramee G0... so cccccsseces List Reduction $270 « 
SMOOTH PANEL—TANDEM AXLE ALL-ALUMINUM 
VOLUME + VANS 
Lastethe BB’. os ccccccnccves List Reduction $145 
Se BP civic vcvcedanss List Reduction $210 
Longtls 60.00 cceccccesses List Reduction $255 


Prices of Aluminum Tank-Trailers have been 
reduced as follows: 

ALL-ALUMINUM TANDEM AXLE TANK-TRAILERS 
Capacity 6000 gallons. . . . List Reduction $645 
Capacity 7000 gallons. . . . List Reduction $665 
Capacity 8000 gallons. . . .List Reduction $700 
Capacity 9500 gallons... .List Reduction $745 


Steel Tank-Trailers have also been cut in price: 
ALL-STEEL TANDEM AXLE TANK-TRAILERS 


Capacity 6000 gallons. . . .List Reduction $140 
Capacity 7000 gallons. . . .List Reduction $140 


Engineering and Manufacturing 
Efficiency Stepped Up 


A product which is economical to produce 
begins with proper engineering. At the same time, 
there can be no sacrifices of long-time efficiency 
required in a profit-producing tool such as a 
Trailer. The present lines of Fruehaufs are such 
Trailers. 

Fruehauf’s Volume*xxVan line is the only 
Trailer line which features full interchangeability 
of steel and aluminum parts. It is the only 
Trailer line that can be tailored to give trailer 
operators the strength and protection they need’ 
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New Haven Urged to Concentrate 
On Freight Instead of Passengers 


Washington—An ICC official 
has recommended that the New 
Haven Railroad go into bank- 
ruptcy, drop most of its pas- 


sary real estate, abandoning 
minor branch lines, reducing the 
main line to a single track opera- 
tion, and dissolving all satellite 
senger operations and concen-| corporations except its truck sub- 
trate on freight business. sidiary, New England Trans- 
Daniel M. O’Donoghue, attor-| portation Corp. 
ney for the Commission’s Bureau] The recommendation § con- 
of Inquiry and Compliance, also|fronts the 11-man commission 
recommended: which is considering a plea made 
® Allowing a court-appointed|by the New Haven last year for 
trustee to take over management.ja fare increase. The commis- 
® Drastically cutting the New|sion allowed the increase to go 
Haven’s plant by selling unneces-linto effect pending investigation. 


Report Hits Harsh Conflict of Interest Laws| 


Washington — Conflict of in- 
terest laws were labeled “dis- 
jointed, overlapping, ambiguous 
and improperly focused” by a 
Senate subcommittee report. It 
called for their overhaul but will 
leave up to a Presidential com- 
mittee the job of making specific 
recommendations. 

The conflict of interest statutes, 
which first went on the books 
during the Civil War era, came 
under fire earlier this year when 
Secy. of Defense McNamara 
was forced to divest himself of 
more than $1-million in Ford 


Motor Co. securities before the 
Senate Armed Services Com- 
mittee would confirm his appoint- 
ment. Better guidelines must be 
drawn up so nominees have some 
idea of what to expect when they 
face the Senate, the report said, 
and divestment should be han- 
died without creating very harsh 
penalties while protecting the 
public interest. 

The subcommittee’s report, 
however, involves more than 
stock holdings of government ap- 
pointees. It suggests the seven 
existing conflict of interest sta- 


the Price 
Much as 


with the weight and price savings they must have 
to operate most profitably. It is the only Trailer 
line deliberately designed to take full advantage 
of the cost savings inherent in efficient produc- 
tion. This is only possible when the majority of 


$'745'1 


Fruehauf Also Leads 
in Other Fields 
Leadership in new product development has 
always been synonymous with Fruehauf. No 
less important has been a determination on the 


components and parts are interchangeable. 


Continue to Improve Our Products 
Over the past several years, we have steadily 
improved our manufacturing techniques at 


part of Fruehauf’s Management Team to expand 
that leadership in other important areas such as 
Trailer financing, leasing, insurance and nation- 
wide Trailer service. 

In addition, our engineers and design people 
are constantly developing new and better units. 
Modern, forward-thinking transportation ideas 
... our new “Twin 20’s” Container Concept, 
for one example . . . are helping to further reduce 
the cost of transporting America’s goods. These 
are only a few of the many ways Fruehauf 
has contributed to the steady growth of the 
Transportation Industry. 


Fruehauf. We have retooled with the most 
modern machinery. Our plants have been equipped 
with the latest in automation equipment. As we 
have gained in experience in the use of these 
modern production tools, we have been able to 
achieve substantial reductions in overall produc- 
tion costs. These savings are being passed along 
to America’s Trailer buyers in these price 
reductions. 


ANN 


Price Reductions Help 


Transportation Industry 
Fruehauf makes these price reductions at this 


time in the hope that they will help to halt the 
pernicious upward spiral of prices. We hope that 
they will not only benefit our national economy 
generally, but will furnish new impetus to the 


New, Lower Priced Truck Body 

Within the past sixty days, we have introduced 
our new VolumexxVan Truck Body. This new 
body is the product of our years of experience 
in developing and producing the Volume*xVan 
Trailer. This experience has enabled us to make 
an immediate reduction of approximately 10% 
in the cost of this superior new truck body over 
the model it succeeds. 
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Transportation Industry. 


D6 Levu 


President and Chief Executive Officer 
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FRUEHAUF TRAILER COMPANY, 10940 Harper Ave. * Detroit 32, Michigan 


tutes be modernized and urges 
that present rules restricting em- 
ployment of retired military of- 
ficers be relaxed so the govern- 
ment can utilize their talents. It 
also recommends that private 
citizens on federal tours of duty 
be allowed to continue participat- 
ing in retirement plans of ‘their 
employers, and it calls for relaxa- 
tion of current rules which virtu- 
ally forbid the government’s use 
of part-time consultants because 
of restirctions on federal em- 
ployees receiving salary from 
private payrolls. 

As they stand now, conflict of. 
interest laws are pretty much in- 
terpreted in the way the inter- 
preter sees fit. Most concern has 
come from the Senate Armed 
Services Committee which even 
before McNamara’s _ grilling 
looked deeply into the financial 
connections of nominees appear- 
ing before it. Former Defense 
Secy. Charles Wilson went 
through it. Public discomfiture of 
these officials has so troubled 
Sen. Richard Russell (D-Ga.), 
that he has established a special 
sub-committee to study the laws. 

Of the seven statutes now on 
the books, one prohibits a federal 
officer from acting for the gov- 
ernment in business transactions 
in which he has a_ personal 
economic interest. Five bar gov- 
ernment employees from working 
for outsiders on tasks connected 
with their government jobs. The 
seventh prohibits private com- 
pensation for government work. 


Former Defense Official 
Warns About Fine Print’ 


Of Government Contracts 


Buffalo—A former Defense 
Dept. attorney warned business- 
men that they should pay closer 
attention to the ‘fine print” on 
government contracts. 

As an example, J. Foster 
Thompson of Rochester cited 
President Kennedy’s executive 
order on fair employment prac- 
tices. “Although the order goes 
into effect April 6, I don’t think 
there are many businessmen who 
fully know what it means,” 
Thompson told a meeting of the 
Army Ordnance Assn.’s Empire 
Post here. 

Government contracts gener- 
ally are fair and are written in 
reasonably _ clear language, 
Thompson said. However, some 
businessmen — particularly the 
small ones—overlook contrac- 
tual obligations in their eager- 
ness to get out the finished prod- 
ucts and consequently get into 
trouble, he said. 


CaliforniatoCheck Safety 
OfCollapsibleContainers 


Sacramento, Calif. — Public 
hearings have been set for April 
19-20 by the California Public 
Utilities Commission to investi- 
gate use of collapsible rubber 
and plastic tanks for transport- 
ing petroleum, petroleum prod- 
ucts, chemicals, and other flam- 
mable liquids. 

Some truck operators are in- 
terested in using such containers 
because they can be rolled up 
after deliveries, leaving space 
available for hauling other loads 


on the return trip, PUC says. 
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CONSULTANT DR. CLYDE T. HARDWICK 
Interprets This Headline 
From PW’s March 6 Issue 
‘Recession Rigors Breeding 
Tough, Smart P.A.’s’ 


| his story suggests that purchasing managers will become 

even more specialized professional men as a result of col- 
lege and post-graduate educational programs, and on-the-job 
training. 


However, this does not mean that purchasing education itself 
will become concerned with an ever narrower business specialty. 
On the contrary, the professional procurement man needs both 
the basic general education and broad professional preparation. 
This approach to managerial education applies to all areas of 
business administration, as well. 

For the college student looking to a career in purchasing, it 
means he should put about half his time in general liberal arts 
and natural science courses. These should include history, poli- 
tical science, mathematics, English, literature, speech, philoso- 
phy, psychology, physics, chemistry, foreign languages, soci- 
ology, and the like. The other half of the curriculum would 
be general business subjects such as accounting, finance, foreign 
trade, marketing, industrial relations, and management theory. 

Rather than submerging him in the fine detail of over- 
specialized purchasing courses, these broad courses will assist 
the student in building a management background for later 
decisions in purchasing 


“A AAAAALA 


Fastener survey of blower units by RB&W 
points out where use of standard hex screws 
cuts costs, but not quality 


In making a survey of a well-known 
manufacturer’s fastening opera- 
tions, the RB&W man found that 
alloy socket head screws were used 
extensively in large blower units. 
But he found no genuine engi- 
neering need —the alloy’s strength 
wasn't being utilized. And he found 
no production need — there was no 
tight spacing situation that re- 
quired internal wrenching. Nor was 
there even an appearance need — 
screws weren’t being installed in 
countersunk holes for a flush fit. 
So there was no purchasing need, 
either. Why pay the premium cost 


for alloy fasteners? He recom- 
mended switching to standard high 
strength hex screws. The savings in 
fasteners per blower: 50 dollars. 
That’s 50 dollars added to unit profit 
with no increase in price. 

An RB&W Fastener Expert is no 
better than your engineers. He sim- 
ply knows what to look for. Why nov 
let him search for savings with one 
of your engineers? Maybe you’re 
doing the best possible; but unless 
you’re sure you’re not wasting fas- 
tener dollars, it pays to consult 
Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N. Y. 


116th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, !Il.; Los Angeles, Colif. Sales office and ware- 
house at: Son Francisco, Calif. Sales offices at: 
Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chicago; 
Dollas. Sales agents at: Cleveland; Milwaukee; New 
Orleans; Denver; Forgo. Distributors coast to coast. 
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Based on a decade of actual 
purchasing and 15 years college 
teaching, I would say that this 
background for professional pur- 
chasing should include four 
major areas: economics, techni- 
cal, negotiating and contracting, 
and managerial. 


Economics of Procurement. 
Buyers and purchasing agents 
are in fact practicing economists. 
Individually, their decisions com- 
mit their companies to costs, 
quality and inventory expenses, 
and collectively, their decisions 
represent the demand side of 
the industrial and commercial 
markets. Thus the P.A. is con- 
cerned with many involved de- 
cisions of competition, market 
channels, transportation, com- 
parative costs, location, produc- 
tion facilities, financial responsi- 
bility and labor relations. 

Many courses can contribute 
to knowledge of the economics 
of purchasing—principles of 
economics, business cycles and 
forecasting, comparative systems, 
production economics,  trans- 
portation, location economics, 
government and business statis- 
tics, labor economics, foreign 
trade, and managerial economics. 


Technical Considerations. Since 
the purchasing department is an 
indispensable arm of the operat- 
ing departments, buying activi- 
ties are closely linked with tech- 
nical requirements and problems 
of the manufacturing, service, 
and line groups. For example, 
in buying capital equipment, 
such as communication items, 
the buyers must have some 
knowledge of the technical com- 
ponents of message transmission 
and receiving equipment. The 
buying group has to understand 
quality, specifications, and in- 
spection terms. 

Some academic choices in col- 
lege assist in the development 
of technical information, such as 
classes in basic sciences (physics, 
chemistry) and engineering (me- 
chanics, strength of materials, 
chemical processes). Courses in 
production control, time and mo- 
tion study, quality control, and 
manufacturing economics assist 
in the development of some basic 
technical information, as well as 
the application. Of course, much 
of the specific technical knowl- 
edge will best be gained from 
“on-the-job” experience, even 
from part-time employment. 


Negotiating and Contracting. 
The purchasing professional can 
seldom discharge his responsibili- 
ties without “know-how” in 
searching out adequate sources 
of supply. Some practical steps 
in this area include: research in 
trade directories, analysis of cat- 
alogs and sales literature, review 
of previous orders as well as 
preliminary interviews with ven- 
dors. The process of negotiating 
goes beyond the perfunctory call- 
ing for bids. Negotiating calls 
for personal skill in interviewing 
and persuading of vendors. 

During the negotiating inter- 
view, the buyer gathers informa- 
tion on suppliers’ plants, prod- 
ucts, labor relations, and costs. 
Various substitutes and alterna- 
tives are explored. This is the 
stage when the buyer calls up his 
personal astuteness and skills of 
persuasion. At this time, the 
buyer should know what to say, 
when to say it and when to stop 
talking. Negotiating is more 
than passive resistance to sales- 
men. It calls for a strategic plan 
of attack to gain the optimum 
results. 
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There are few courses in col- 
leges specifically directed at ne- 
gotiating and contracting. How- 
ever, in addition to a basic course 
in business law, a survey course 
in purchasing principles should 
be taken. In this course, a text 
such as the Westing and Fine 
book called, “Industrial Purchas- 
ing,” will provide the funda- 
mentals demanded in negotiating. 
If the college curriculum permits 
a second course in purchasing, 
it should be given as a case- 
method or problems course as 
covered in the Lewis-England 
book, “Procurement, Principles 
and Cases.” 


Managerial Considerations. 
Beyond the discharge of the usual 
buying operations and clerical 
tasks, the managerial function 
encompasses the planning, coor- 
dinating, communicating, and 
controlling of the purchasing or- 
ganization. Briefly, management 
means the leadership given in 
setting policy, manipulating 
means, and measuring perform- 
ance. To accomplish these ends, 
the P.A. must know techniques 
for the persuasion, direction, and 
motivation of buying personnel. 

The usual college curriculum 
offers several courses to assist 
in this area: principles of man- 
agement, personnel managment, 
business and industrial psychol- 
ogy, managerial accounting, 
business policy, systems and pro- 
cedures, decision-making, and 
the like. New courses and books 
on administration put emphasis 
on executive behavior. One ex- 
ample is my new book, “Admin- 
istrative Strategy.” 


Learn by Doing. A student 
preparing for a purchasing ca- 
reer should be concerned with 
the “learning experiences” 
gained in college. Enroll in some 
courses utilizing teaching tech- 
niques other than the lecture 
plan. For example, courses con- 
ducted along the line of the “case 
method” provide an opportunity 
to acquire some experience in 
problem-solving techniques. I 
have used “role-playing” experi- 
ences to develop student skills 
in negotiating situations. These 
demonstrations in “practice buy- 
ing” are just as useful to the 
student of purchasing as they are 
in the various selling courses. 
Also, purchasing students should 
enroll in some course intended 
to develop knowledge of re- 
search materials, research meth- 
odology, and practice in design- 
ing research projects, and pre- 
paring research reports. A course 


AMC Helps Key Dealers 
Enter Leasing Business 


Detroit—American Motors is 
launching an aggressive cam- 
paign to put 300 of its key deal- 
ers into the fleet leasing business. 
It marks the first time a car 
maker has entered the field. 

Dealers selected can either 
operate their own leasing busi- 
ness or work through an existing 
rent-lease company of their 
choice. Behind the dealer stands 
AMC’s financing _ subsidiary, 
Redisco, which will step in when 
an order is too big for the dealer’s 
local line of credit. 

In the last few months 125 
fleet contracts have been handled 
by Redisco, each involving from 
10 to 130 cars. AMC in 1955 
sold only 1,600 cars to fleets. 
Last year’s figures for fleets was 
32,135. 
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such as market 
this experience. 


research gives 


Where Do We Go From Here? 
Even those with basic profes- 
sional education and years be- 
hind them in purchasing experi- 
ence will have to face-up to the 
need of catching up now and then 
through education offered via 
NAPA conferences, AMA semi- 
nars and local association and 
college adult evening programs. 
For example, right now, some 
experienced purchasing person- 
nel are enrolling in electronic 
computer programs and _inte- 
grated data processing courses. 
This is an example of specialized 
post-graduate work. 


Columbus P.A.'s Get Briefing on D&B Activities 


Columbus, Ohio — Members 
of the Columbus Purchasing 
Agents Assn. got a briefing on 
Dun & Bradstreet credit reports 
at their monthly meeting. 

William Dawson, local sales 
representative for Dun & Brad- 
street, Inc., told the group, “We 
are an intermediary between the 
buyer and the seller, merely tell- 
ing one businessman the risk of 
granting credit to another.” 

The first step in arriving at a 
credit appraisal and an estimate 
of a firm’s financial strength, he 
explained, is to send a reporter 


out to interview the owner and 
investigate other sources—bank- 
ers, suppliers, accounts, court 
house and other public records, 
etc. 

Dawson reported that if the 
results show “the background is 
clean,” the reporter then reviews 
the firm’s financial statement on 
the basis of: quick ratio, net 
working capital in relation to the 
concern’s inventory, indebted- 
ness to net worth, and relation- 
ship of fixed assets to net worth. 

He defined quick ratio as cash 
and accounts receivable in rela- 


tion to the company’s current 
debt. “When cash and accounts 
receivable cover a company’s 
current debt and the firm is slow 
in meeting its obligations,” Daw- 
son said, “then undoubtedly it 
is experiencing difficulty in col- 
lecting its accounts receivable.” 

In the relationship between net 
working capital and inventory, 
he explained, D&B looks at how 
fast working capital and inven- 
tory is turning. Dawson told 
P.A.’s, “This is obtained by 
dividing the working capital into 
the company’s annual sales.” 


Truck at loading platform. In back are two of Maryland Chemical’s 
outside tanks. (There is also inside tank storage.) 


Rail siding, used for bulk shipments, per- 
mits handling up to 8 cars at a time. 


Serving the middle Atlantic states... 


Maryland Chemical Company 


Efficiency... 


that’s the success secret of Maryland 


Chemical Co. of Baltimore. With a fleet of trucks 
ranging from pick-up to tractor-trailers, this chem- 
icals distributor offers same-day delivery within a 


250-mile radius. . 


. includes Maryland, Pennsylvania, 


Virginia, West Virginia, Delaware and New York. 


Tank storage and rail delivery facilitate a ready 
supply and bulk shipment, enable the company to 
maintain speed and flexibility of delivery. 


Maryland Chemical backs its supply of organic and 
inorganic chemicals with technical service. If you 
require any information in this field, Maryland 
Chemical will see that you get immediate assistance. 


The Maryland Chemical Company is typical of the 
outstanding chemical firms that distribute Mathieson 
and Blockson products throughout the country. For 
the name and address of the one in your area, please 
call or write: Olin Mathieson, Baltimore 3, Md. 


oF 
CHEMICALS DIVISION (SJ Im 


BLOCKSON Chemicals —Trisodium Phosphate * Trisodium Phosphate Chlorinated * Sodium Tripolyphosphate ¢ Tetrasodium Pyro- 


te « 


h + 


* Monosodium Phosphate *Disodium Phosphate * Sodium Acid Pyrophosphate * Tetrapotassium 


Pyrophosphate . Sulfuric Acid « . Hydrofluoric Acid * Sodium Silicofluoride *« Sodium Fluoride * Teox® 120 Surfactant 


MATHIESON Chemicals—Ammonia + Sodium Bicarbonate * Carbon Dioxide * Caustic Soda * Chlorine * Formaldehyde * Hydrazine 
and Derivatives * Hypochlorite Products * Methanol * Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium 
Chiorite Products * Sodium Methylate + Sulfur (Processed) * Sulfuric Acid * Urea * Ethylene Oxide * Ethylene Glycols * Polyethylene 
Glycols * Propylene Oxide * Propylene Glycols * Polypropylene Glycols * Ethanolamines * Glycol Ethers * Surfactants * Ethylene Dichloride 


* Propylene Dichioride 
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Follow-Up: 


Letters And 


Comments 
Applauds Choice 


Green Bay, Wis. 

We are certainly very happy to 
see from your March 6 issue that 
Joseph W. Nicholson has been 
added to your staff (“P/W Staff 
of Experts Grows,” p. 1). 

We have known Mr. Nicholson 
for years and feel certain that he 
will be a credit to the staff of 
PURCHASING WEEK. 

We have been asking for sev- 
eral years for more space and 
news on governmental purchas- 
ing, since we are in that field. We 
hope that with the addition of 
Mr. Nicholson, who has a very 
fine background in this field, that 
you will give him an opportunity 
to use additional space in your 
fine magazine for information on 
the field of governmental pur- 
chasing. 

Russ Petreat 
Purchasing Agent 
City of Green Bay 


@ Consulant Nicholson’s first col- 
umn will appear in next week's 
issue—March 27. He invites and 
will answer in print queries from 
readers on governmental pur- 
chasing. Write to him c/o Pur- 
chasing Week, 330 West 42 St., 
New York 36, N. Y. 


Article Helpful 


New Haven, Conn. 

Your recent outline on “Data 
to Help You Make the Right 
Move When You Buy Office 
Copying Machines for Your 
Company” is the most detailed 
and helpful we have been privi- 
leged to see. 

We would appreciate another 
copy of your March 6 issue or a 
copy of the article which ap- 
peared (p. 28). 

G. E. Rennie 

Supply Procurement 
Supervisor 

Southern New England 
Telephone Co. 


Follow-Up Telegrams 


Dayton, Ohio 
Three cheers for S$. M. How- 
ard, Electric Hose & Rubber 
Co. of Wilmington, Del., and 
his intelligent reply to the ques- 
tion regarding vendors’ bearing 
the cost of follow-up telegrams, 
etc. (PW, Feb. 13, ’61, Pur- 
CHASING WEEK Asks,” p. 11). 
I'm with him—if the neces- 
sity for sending follow-up com- 
munications becomes habitual, 
then change suppliers. 
Harriette B. Peters 
Purchasing Agent 
Simonds Worden White Co. 


To Our Readers 


This is your column. Write 
on any subject you think will 
interest ing executives. 
While your letters should be 
worn’ if you prefer we'll 
pu them anonymously. 

Send your letters to: “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 


Robert E. Carroll, assistant 
manager of the purchasing de- 
partment, Sperry Utah Div., 
Sperry Rand Corp., Salt Lake 
City, was named manager of the 
division’s marketing department. 


Ralph O. Keefer, vice presi- 
dent in charge of purchasing for 
Aluminum Co. of America, Pitts- 
burgh, retired after 44 years’ 
service. Thomas QO. English, 
general purchasing agent since 
1954, assumes. Keefer’s_ re- 
sponsibilities as head of the firm’s 
purchasing activities. A _ past 


president of the NAPA, Keefer 
was 1958 winner of the group’s 
J. Shipman Gold Medal. He also 
served as president of the Pur- 
chasing Agents Assn. of Pitts- 
burgh. 


T. O. ENGLISH R. O. KEEFER 
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John H. Shroyer has joined 
McInerney Spring & Wire Co., 
Grand Rapids, Mich., as director 
of purchasing. He has been 
purchasing agent of Delco- 
Moraine Products, Dayton, for 
the past 17 years. 


Emil J. Houser has been ad- 
vanced to general purchasing 
agent of the Thermoid Div., 
H. K. Porter Co., Inc., Pitts- 
burgh. He also will serve as pur- 
chasing agent for the Trenton 
Works of the division. Houser 
replaces T. J. Gorman who re- 
cently resigned. 


This Changing Purchasing Profession .. . 


Roland R. Reynolds, buyer at 
Pan American Petroleum Corp.’s 
Fort Worth division office, has 
retired after nearly 13 years with 
the firm it was announced here 
recently. 


R. R. REYNOLDS E. J. HOUSER 
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Overcapacity Keeps Rein on Raw Material Prices 


New York—Buyers can look 
forward to ample supplies of raw 
materials and a continuation of 
relatively low prices, as long as 
the present trend to overcapacity 
persists. 

The current supply problem is 
underscored in a new Federal Re- 
serve report, showing that pro- 
duction potential has risen an- 
other 3% over the past year—in 
the face of a 20% drop in de- 
mand over the same period. The 
gap between capacity and pro- 
duction is wider now than at any 
time since World War II. 


As the chart alongside shows, 
the situation is most acute in the 
metals area. While capacity has 
almost doubled in the past dec- 
ade, current production is up 
only 4%. 

Current operating rates are 
comparatively low in all key 
metals—steel, aluminum, and 
copper. In steel, operating rates 
are still hovering in the 50%- 
55% range. In aluminum, they 
are running at about 72%. And 
in copper, recently announced 
cutbacks have dropped produc- 
tion rates down to about 78% of 
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His specialty is collision insurance 


Thorne Kitchel’s ‘‘crash program’’ can often save thousands 


of damage-claim dollars for corrugated box users. 


lobe KITCHEL is strictly a no-chances- 
taken man. The battery of tests he puts 
new containers through assures that the 
design and construction are adequate for 
a product before production begins. 


Thorne heads up a team of seasoned 
“security analysts’’ at Union-Camp’s 
packaging laboratory. In his 15 years as 
a corrugated box specialist, he has tested 
thousands of boxes designed to protect all 
kinds of products. He’s also helped save 
thousands of damage-claim dollars for 
their owners in the process. 


At the Union-Camp packaging proving 
ground, Thorne and his staff test new 
shipping containers for their ability to 
withstand almost any conceivable threat 
to product safety. Sudden rail-car stops 
and starts, for example. Punctures from 
sharp objects. Resistance to extremes of 
temperature. Accidental falls. Vibration. 
Or the extent to which a shipping con- 
tainer will protect your products under 
the crushing pressure of high stacking. 


Even the components and materials 
that go into your box must run the gaunt- 
let before they are used. They are tested 
individually—then in relation to each 


other—to determine the combination of 
properties that will insure maximum 
safety for your product... whatever it 
may be, wherever it may be shipped. 


This comprehensive quality control pro- 
gram is just one part of Union-Camp’s 
complete corrugated service available to 
shippers. The service also includes box 
development and design—both construc- 
tion and visual. It provides specifications 
control, art and merchandising counsel as 
well as a study of your packaging opera- 
tion and many other features that can 
help you move and market your products 
more effectively, more economically. And 
it doesn’t cost a penny extra. 


Your Union-Camp man will be glad to 
give you full information. Case histories 
are on file that show what we have done 
for companies like yours. A note on your 
letterhead will bring a prompt reply. 


S UNION-CAMP’ 


CORRUGATED BOXES 
Union Bag-Camp Paper Corporation 233 Broadway N.Y. 7. N.Y. 


Plants: Savannah, Georgia + Trenton, New Jersey + Chicago, Illinois + Lake- 

land, Florida + Spartanburg, South Carolina + Jamestown, North Carolina 

Subsidiaries: Allied Container Corporation, Dedham, Massachusetts 
The Eastern Box Company, Baltimore, Maryland. 
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capacity—compared to the 90 
to 95% rates of a year ago. 

However, current low produc- 
tion figures are, in part, due to 
what one metal economist de- 
= as “living off inventory 
at.” 

He goes on to say: “Substitute 
current consumption for current 
production and the capacity 
figures don’t look nearly’so.much 
out of line.” 

This economist is one of the 
many commodity experts who see 
the end of inventory paring as 
automatically narrowing the ca- 
pacity-production gap. This, plus 
expected general business pickup, 
they say, will push over-all metal 
output up some 30% to 40% by 
next fall. 

But as one statistician pointed 
out, “This would leave the metal 
production index at only about 
140 (1947-49—100)—-still more 
than 50 index points behind cur- 
rent capacity levels.” 

Metals aren’t the only com- 
modities faced with glut—many 
chemicals and plastics are in the 
same boat. Recent reductions in 
polyethylene and polystyrene can 
be traced directly to this over- 
supply factor. 

Textiles is another area where 
capacity to produce is way above 
actual current output rates. Ac- 
cording to the latest Federal Re- 
serve Board figures, textile pro- 
duction capacity has risen more 
than twice as fast as production 
over the past decade. 

The amazing thing about all 
these overcapacity situations _ is 
that they haven’t had much effect 
on raw material producers’ capi- 
tal spending plans. According to 
latest plant and equipment sur- 
veys, huge sums are still being 
spent to build up capacity. 

The McGraw-Hill Dept. of 
Economics reports, for example, 
that the chemical industry now 
plans to spend a whopping $1.64- 
billion on new plant and equip- 
ment in the current year—actu- 
ally more than in 1960. And even 
in the hard-hit nonferrous metal 
area, capital spending plans are 
virtually unchanged from a year 
ago. 

Based on all these current 
spending programs, commodity 
experts are now betting on an- 
other 3% rise in over-all raw 
material capacity over the next 
12 months. That’s about in line 
with the growth rate of the past 
few years—though somewhat be- 
low the 512% rate noted over the 
whole postwar period. 


Texaco Wins Dismissal 
Of Old Antitrust Case 


San Diego, Calif. — Texaco, 
Inc., has won dismissal of 
an 11-year-old government anti- 
trust suit in U.S. District Court 
here. The government had 
charged Texaco and six other 
West Coast oil companies with 
conspiring to establish a monop- 
oly through a voluntary con- 
servation committee which lim- 
ited oil production in California. 

The six other companies had 
filed consent decrees in 1959, 
but Texaco was not a party to 
the settlement. The other com- 
panies were: Union Oil Co. of 
California, Standard Oil Co. of 
California, Richfield Oil Corp., 
Shell Oil Co., Tidewater Oil Co., 
and General Petroleum Corp. 
(now Mobile Oil Co.). 


19 


CORTINOVIS AND RIDENHOUR: 
They figured a way of saving as 
much as $200,000 with computer. 


(Continued from page 1) 
the drudgery chores frequently 
associated with purchasing. 

“By utilizing the RAMAC in 
this work, we’re using the skills 
of our purchasing personnel 
where they’re most valuable—in 
seeking out better prices and bet- 
ter products, and doing more 
value analysis,” Cortinovis said. 

The aircraft company writes 
an average of 242 purchase or- 
ders a day, worth a total of about 
$1-million. Since the RAMAC 
is speedy and doesn’t make mis- 


takes, paperwork and forms that 
formerly required days to handle 
can be ground out by the com- 
puter in a matter of minutes. 
The RAMAC costs McDon- 
nell $6,400 a month, but the 
company estimates it will save 
$100,000 to $200,000 annually 
through its use. Clerical savings 
will account for most of this, but 
increased efficiency also will pay 
off. In addition, there will be 
the more intangible savings that 
result as buyers are freed to do 
more creative purchasing. And 


since McDonnell is nearly 100% 
engaged in military work, the 
taxpayer also is expected to 
benefit. 

Assisting Cortinovis in setting 
up the computer program were 
Ernie H. Ridenhour, supervisor- 
divisional systems; Frank J. Cog- 
hill, and Bobbie L. Hunt, senior 
systems analysts, and Lloyd E. 
Reese, supervisor of , RAMAC 
Operations of McDonnell’s 
Automation Center. They geared 
RAMAC’s ‘brains’ or memory 
drum to: 
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Irus 902 is bright yellow—helps you spot leaks quickly. 


BULLETIN: 


Shell reveals how Irus 902, the bright 
yellow hydraulic fluid, holds water in oil to 
reduce fire danger in your plant 


Shell forced Irus® 902 Hydraulic Fluid through a 0.145-inch 
orifice at 1000 psi pressure. A 3000-degree flame was thrust 
into the streaming fluid. Irus 902 did not ignite. 

Read the remarkable story of Irus 902—why it resists fire— 
and how it can help you protect personnel, plant and equipment. 


rus 902 Hydraulic Fluid is an in- 
I genious combination of oil and wa- 
ter. The water is encased in a film of 
oil. In technical terms, it is a stable 
water-in-oil emulsion. 
But unlike other emulsions, Irus 
902 has optimum stability. This is 
vitally important. It means that 
Irus Fluid will retain its lubricat- 
ing qualities far longer than most 
fire-resistant oils—and will not al- 
low the water to separate out. 


Result: the water stays in the oil, ready 
to snuff a fire if needed. 


Other Advantages 


1, Irus 902 cools off systems. Because 
of its high rate of heat transfer and 


high heat capacity, Irus 902 allows 
hydraulic systems to run cooler. 

2. Irus 902 resists thickening and thin- 
ning. Viscosity of Irus 902 protects 
pump parts during the entire working 
cycle—from cold start-up to hot, con- 
tinuous operation. 


3. Irus 902 saves gaskets, packing, hose. 
It's gentle to nonmetallic parts as well 
as metal. 


4. Irus 902 resists foaming. It does not 
hold captive air. If air enters, Irus 902 
quickly releases it. 

For complete details about chang- 
ing over to Shell Irus 902, contact your 
nearest Shell Industrial Products Rep- 
resentative. Or write: Shell Oil Com- 


pany, 50 West 50th Street, New York 
20, N.Y. 


A special message to 
manufacturers of 
hydraulic equipment 
Shell Irus 902 makes cn excellent 
initial fill. It is available anywhere 
in the U.S.A. Its quality is consist- 
ently high. A!! Irus 902 must meet 
Shell’s strict quality control speci- 

fications. 


A BULLETIN FROM SHELL 
— where 1,997 scientists are working to 
provide better products for industry. 
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@ Issue purchase orders. 


® Print requests for quotations 
to firms. 


@ Automatically pop out a 
“ready for shipment” query form 
five days before supplier’s dead- 
line. 


@Notify departments when 
goods arrive and how much is 
still due. 


@ Supply weekly notice of firms 
delinquent on deliveries. 


@ Prints envelopes for mailing 
bid requests. 


When bids are received and 
successful bidders selected, all 
the day’s orders are written up 
and coded again to be printed 
by the machine. Formerly it 
took hours for as many as 30 
typists to do what the machine 
does in minutes. 

After RAMAC stores all in- 
formation on what has been pur- 
chased and received by McDon- 
nell, the machine then prints up 
the names of companies who 
have failed to meet the scheduled 
delivery dates previously agreed 
to by contract. 


Prints “Followup” Notices 


Also programed into the ma- 
chine are “followup” notices, 
which are printed on each order 
by predetermined code. These 
notices are brief requests to sup- 
pliers to let McDonnell know 
whether the product will be de- 
livered on time, and reminding 
the supplier that McDonnell’s 
production schedules are predi- 
cated on supplier's committed 
delivery. 

“Our suppliers have said they 
like this advance notice since it 
helps to keep their own person- 
nel alerted. We have a second 
check by the delinquency report 
which also notifies us the minute 
the product fails to arrive,” Cor- 
tinovis said. 

When the products come into 
the McDonnell plant, each pack- 
age carries a delivery notice 
containing three numbers in 
RAMAC code. These are quickly 
recorded on the computer, which 
then prints a “receiving” notice. 


Single Operation Planned 


The aircraft company uses the 
IBM 705 for working up its daily 
requirements and inventory con- 
trol, plus other accounting pro- 
cedures. The ultimate plan is to 
incorporate purchasing and in- 
ventory control into the RAMAC 
for a single mechanized opera- 
tion. 

Cortinovis told PURCHASING 
WEEK that McDonnell is making 
its IBM, RAMAC, and 705 com- 
puters available to other firms 
on a rental basis, along with nec- 
essary programmers and _ tech- 
nical assistance. The cost will 
depend on the amount of com- 
puter time needed, but would be 
only a fraction of the basic 
monthly rental of $6,400 for the 
RAMAC. This should make 
computerization economically 
feasible for small and medium 
size firms. 

Arrangements can be made 
with the McDonnell Automation 
Center, the St. Louis Aircraft 
maker’s data processing subsidi- 
ary. The Center plans to augment 
its facilities with an even bigger 
IBM 7090 later this year. 
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Profitable Reading for P.A.s 


New Books 


Systems Analysis for Business Man- 
agement, by Stanford L. Optner. 
Published by Prentice Hall, Inc., 
Englewood Cliffs, N. J., 276 pages. 
Price: $8.00. 

This treatise, a study of busi- 
ness as a group of interrelated 
and integrated systems, stresses 
the need for “more science in 
business” as a tool for isolating 
and identifying business prob- 
lems. The author describes a 
technique for evaluating such 
problems as systems, which can 
be used to improve operations, 
and also assesses the place of 
electronic data processing in 
the company scheme of things. 
Ten case studies illustrate the 
application of systems analysis 
in areas such as production, or- 
ganization, and marketing. 


Practical Business Psychology, by 
Laird and Laird. Published by 
McGraw-Hill Publishing Co., 330 W. 
42nd St., New York 36, N. Y., 442 
pages. Price: $5.75. 

This popular book, now in its 
third edition, is concerned with 
the personal adjustments that 
have to be made to get ahead in 
modern business. Among the 
topics discussed: personal effi- 
ciency, human relations and 
morale, personality and emo- 
tional health, personal leadership 
and group cooperation, ways to 
plan and organize work, more 
efficient remembering, creating 
confident hopefulness, the effi- 
cient use of muscles, and more. 
Research findings are cleverly 
incorporated in cartoons and 
visual aids. 


From the 


Manufacturers 


Protective Liners 

Depicts uses of flexible film 
liners for drums, cans, pails, and 
cartons. Features section on 
most efficient methods of insert- 
ing and closing liners. (18 
pages). Protective Lining Corp., 
601-39th St., Brooklyn 32, N.Y. 


Grinding Wheels 


Contains grinding and sharp- 
ening information including se- 
lection, wheel structure, typical 
setups, etc. Specific wheel rec- 
ommendations are given for 
grinding milling cutters, sharp- 
ening reamers, twist drills, 
cemented carbide tools, and 
more. (32 pages). Macklin 
Co., Jackson, Mich. 


Packaging Materials 


Kit offers samples of plastic- 
coated packaging materials in- 
cluding pouch paper, blotter pa- 
per, gold metallic, krafts, etc. 
Also lists typical applications. 
Marvellue Co., Holyoke, Mass. 


Aluminum Bar Stock 


Buying guide for deep-drawn 
hollow aluminum bar stock gives 
weights, pre-calculated clean-up 
and machining allowances, me- 
chanical properties, etc. Dis- 
cusses advantages of deep-drawn 
hollow stock over solid bar 
stock for machining applications. 
Harvey Aluminum, 19200 5S. 
Western Ave., Torrance, Calif. 
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Hydraulic, Pneumatic Pumps 

Describes company’s line of 
hydraulic and pneumatic pumps 
and components. Also includes 
accumulators, couplings, power 
units, valves, etc. manufactured 
by other companies. (150 
pages). Kenett Corp., 320 
Washington St., Brookline 47, 
Mass. 


Production Parts 


Describes OEM design pro- 
duction parts including adapter 
couplings, bushings, hose as- 


semblies, brackets, elbows, etc. 
Also defines series symbols and 
differences in pipe threads and 
standard gaging practice. Bul- 
letin 921 (17 pages). Original 
Equipment Sales Div., Lincoln 
Engineering Co., 4010 Good- 
fellow Blvd., St. Louis 20, Mo. 


Industrial Chemicals 


Lists company’s complete line 
of industrial and laboratory 
chemicals. F. P. Jay Chemical 
Corp., P. O. Box 42, Waukesha, 
Wis. 


Instrumentation Equipment 


Lists 855 instrumentation and 
electromechanical components. 
Included are pumps, accelerom- 
eters, computers, generators, 
motors, transducers, oscillators, 
valves, vibration pickups cou- 
plers, etc. Catalog No. 4-60 (71 
pages). AST Co., Inc., 150 Fifth 
Ave., New York 11, N.Y. 


Switches 


Describes applications, ma- 
terials, and characteristics of 
Daven switches. Standard 
switches covered include: single 
deck, shorting and nonshorting; 
multiple deck, shorting and non- 


shorting; plus special switches 
such as pre-wired switch assem- 
blies, adjustable stop switches, 
hermetically sealed switches, etc. 
(48 pages.) Daven Co., Living- 
ston, N. J. 


Blind Rivets 


Contains specifications for 
company’s rivets in plugged and 
hollow types available in alumi- 
num, mild steel and monel. 
Gives recommendations on drill 
hole size, material thickness 
guide, applications, etc. Bul- 
lettin TCL-160 (12 _ pages). 
Cherry Rivet Div., Townsend 
Co., Box 2157-Z, Santa Ana, 
Calif. 


Counting bottle caps, pills or tiles . . . 
Veeder-Root electronic counters with 
photo-electric input record up to a sur- 
prising 300,000 units per minute. 


counting controls for industry, defense and space exploration q 


Operators in the remote control booth 
of high-speed strip mills get auto- 
matic readings of steel production on 
Veeder-Root electrical counters. 


In industrial automation systems, 
Veeder-Root remote digital readout 
coordinates control, makes operating 
data instantly, constantly available. 


Indicate, coordinate, automate...with Veeder-Root counters! 
Now get facts fast—facts you can use for stepping up your 
operation, for integrating parts of it, for activating other 
equipment, automatically. Veeder-Root makes facts like 
these surprisingly economical to come by. For details, write 
Veeder-Root Inc., Hartford 2, Conn. count on...Veeder-Root 
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ALL ABOARD: Special car carrying REA Express containers from 5 
to 40 ft. long is on a nine-city demonstration tour that will wind up 
in Chicago March 30. Built by Pullman Standard, the special car is the 
first railroad car designed exclusively for the handling of containers. 


Sturdy, Smooth Running, 
Light Weight 


Y~% NAGEL-CHASE 
i FHP V-Belt Pulleys! 


Let specialists make your V-Belt pul- 
leys and take a load off your pro- 
duction facilities while they cut 
production costs. 

Nagel-Chase pulleys have been 
used for power transmission on com- 
pressors, washers, dryers, lawn mow- 
ers, tractors, agricultural equipment 
and similar applications for many 
years. 

This company has the specialized 
experience and facilities to produce 
these pulleys promptly and econom- 
ically. If your specifications call for a 
standard size pulley with a pitch 
diameter from 2.4” to 12.625” for 
which tools are already available, 
further savings can be effected. 

if there’s a sheave in your product 
—consult Nagel-Chase. 


Write for Catalog—Circular 


“7he WAGEL-CHASE 
MFG. CO. 


2825 N. Ashand Ave. 
Chicago 13, Il. 


Information on: 


Kinds of wire @ Design and Forming 
possibilities @ Welding @ End treatments 
® Threads @ Finishes & Plating @ Actual 
case histories showing advantages of wire 
construction. 


Send for your “Titchener 


FREE Copy AND COMPANY 
69 Clinton Street, Binghamton, N, Y. 


Los Angeles—U. S. Steel is 
stepping up a campaign to regain 
business lost to foreign competi- 
tion. Object: to convince buyers 
that it is economically worthwhile 
for them to use domestic steel 
products even when they are 
priced higher than comparable 
foreign-made items. 

An example of the approach is 
the sales program just begun by 
U.S. Steel’s basic producer in the 
West, Columbia-Geneva Steel 
Div. Its target: steel wire used by 
farmers to bale alfalfa and other 
field products. 

If successful, the divisional 
campaign may provide U. S. Steel 
with a blueprint for marketing its 
other products. 

Columbia-Geneva is resting its 
case for domestic baling wire on 
three main factors: service, avail- 
ability, and packaging. The 


message is being delivered by a 
team of marketing experts, who 
have literally taken to the fields 
in California’s Central Valley to 
talk with farmers. 

In regard to service, Columbia- 
Geneva with a plant in Pittsburg, 
Calif., has a big advantage over 
its foreign competitors, according 
to Francis S. Howard, vice presi- 
dent for the division’s Southern 
District Sales. While foreign steel 
makers can offer very little serv- 
ice, “the customer can and does 
get hurry-up service from us,” 
says Howard. 

Deliveries can be made to the 
user or distributor in a matter of 
hours—and without the danger 
of corrosion or deterioration of 
the wire that sometimes results 
from long ocean voyages, exces- 
sive handling or storage, he adds. 

The availability of the wire 
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in your plant. 
FACT NO.1 Rim se 


FACT NO. 2 


heat. 
FACT NO. 3 


FACT NO. 4 


4140 West Fullerton, Chicago 39, 1iI, 


Western Worehouse, Reno, Nevoda, 
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Differences between one solid tire and another 
beyond the considerations of price and delivery. 
these vital statistics against the operating conditions 


Se MONARCH 


RUBBER COMPANY 
554 LINCOLN PARK 
HARTVILLE, OHIO 
7-225 General Motors Bidg., Detroit, Mich. 


BEFORE 
YOU BUY 
YOUR 
NEXT 
SOLID TIRE 


KNOW 
THESE 
f FACTS! 


‘o far 
heck 


ration is the most common 
cause of truck tire failure. 


Rim separation is caused by truck opera- 
tion over chips, turnings and borings. . . 
through brine and acid solutions . . . over 
rough surfaces . 
conditions . . 


. . frequent overloaded 
. and in areas of excessive 


MONARCH’S MONOLOK tires will 
guarantee you the best 

tion against these hazards. 
MONARCH’S MONOLOK PROCESS 
will increase tire life as much as 250% 


and reduce truck down-time as much 
as 70%. 


ible protec- 


or write for 
BULLETIN 457-8 


U.S. Steel Steps Up Counterattack on Imports 


enables large users and distrib- 
utors to keep stocks of wire at a 
minimum and frees them from 
the necessity of making heavy 
financial investments in inventory 


before the actual start of the 
baling season, Howard points 
out. 


Quick delivery from a local 
plant also means that packaging 
can be simplified so that “the user 
need not spend valuable time 
removing excess protective ma- 
terial while his baling machine 
and crew is standing idly by,” he 
says. 

In this connection, Howard 
reports that Columbia-Geneva 
has speeded up the procedure for 
installing wire in the machines by 
developing a package with a 
perforated center punch-out disk 
through which the wire can be 
removed. 


MAGNETIC INK 

Checks imprinted with magnetic 
ink start rolling off the press at 
IBM’s Greencastle, Ind., plant. 
The company, which has manvu- 
factured punched card checks 
with magnetic ink characters 
since 1959, is applying the cod- 
ing technique to paper checks 
for the first time. 


Pittsburgh Chemical Co. 
Realigns Sales Force 
Of Coatings Division 


Pittsburgh—Pittsburgh Chem- 
ical Co. has split the sales force 
of its Protective Coatings Div. 
into two units: the industrial 
coatings section and the pipeline 
coatings section. Each unit will 
develop and promote products 
for solving the corrosion, deteri- 
oration and physical abuse prob- 
lems peculiar to its own field. 

All products of the coatings 
division formerly were handled 
by a single sales force working 
out of regional sales offices. 
However, the company will con- 
tinue to supplement the work of 
its sales force with a network of 
manufacturers’ agents. 

The industrial section will 
market a full line of tarmastics, 
Tarset and insulmastic protective 
coatings. The section plans to 
work closely with representatives 
of the marine, iron and steel, 
chemical processing, pulp and 
paper industries. It also will pay 
special attention to the material 
protection problems of the mili- 
tary and other branches of the 


—_— 


government. : j 
The pipeline section will 
handle primers, enamels and 


associated products for protecting 
pipeline installations against cor- 
rosion. 

Pittsburgh Chemical is a sub- 
sidiary of Pittsburgh Coke & 


Chemical Co. 
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Diversity, supply 


and information virtually unlimited: 
FEDERATED NON-FERROUS MATERIALS 


Select from the most comprehensive line of non-ferrous 
materials, produced under constant rigid quality con- 
trols. Profit from continuous research that has been 
responsible for new and better methods and materials. 
Call on a nation-wide field staff of metallurgical special- 
ists always available with broad knowledge of the work- 
ing characteristics of these non-ferrous materials: 
aluminum and zinc die casting alloys; aluminum & brass 
ingot; babbitts; fusible alloys; lead sheet, pipe and fit- 
tings; electroplating anodes and chemicals; core, solid 
wire and bar solders; zinc dust. For specific data about 
any Federated Non-ferrous material, write Federated 
Metals Division, American Smelting and Refining Com- | 
pany, 120 Broadway, New York 5, REctor 2-9500, or call 
your nearest Federated sales office. 


ATED METALS DIVISION 


ANVdGWOD ONINISSY ONY ONILISWS NVODINANYV 


Where to call for information: 


ALTON, ILLINOIS 
Alton: Howard 5-2511 
St. Louis: Jackson 4-4040 


BALTIMORE, MARYLAND 
Orleans 5-2400 


BIRMINGHAM, ALA. 
Fairfax 2-1802 


BOSTON 16, MASS. 
Liberty 2-0797 


CHICAGO, ILL. (WHITING) 
Chicago: Essex 5-5000 
Whiting: Whiting 826 
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CINCINNATI, OHIO 
Cherry 1-1678 
CLEVELAND, OHIO 
Prospect 1-2175 
DALLAS, TEXAS 
Adams 5-5034 
DETROIT 2, MICHIGAN 
Trinity 1-5040 

EL PASO, TEXAS 
(Asarco Mercantile Co.) 
3-1852 

HOUSTON 29, TEXAS 
Orchard 4-7611 


LOS ANGELES 23, CALIF. 
Angelus 8-4291 
MILWAUKEE 10, WIS. 
Hilltop 5-743¢ 
MINNEAPOLIS, MINN. 
Tuxedo 1-4109 

NEWARK, NEW JERSEY 
Newark: Mitchell 3-0500 
New York: Digby 4-9460 
PHILADELPHIA 3, PENNA. 
Locust 7-5129 


PITTSBURGH 24, PENNA. 
Museum 2-2410 


Purchasing Week 


PORTLAND 9, OREGON 
Capitol 7-1404 


ROCHESTER 4, NEW YORK 


ST. LOUIS, MISSOURI 
Jackson 4-4040 


SALT LAKE CITY 1, UTAH 
Empire 4-3601 


SAN FRANCISCO 24, CALIF. 


Atwater 2-3340 


SEATTLE 4, WASHINGTON 
Main 3-7160 


WHITING, IND. (CHICAGO) 
Whiting: Whiting 826 
Chicago: Essex 5-5000 


IN CANADA: Federated 
Metals Canada, Ltd. 
Toronto, Ont., 1110 
Birchmount Rd., 
Scarborough, Phone: 
Plymouth 73246 


Montreal, P.Q., 1400 
Norman St., Lachine, 
Phone: Melrose 7-359] 


eee 


Industry News in Brief 


Microdot Buys 


South Pasadena, Calif.—Mi- 
crodot, Inc., has enlarged its op- 
erations in the field of instru- 
mentation by acquiring the Owen 
Laboratories’ line of strain gage 
power supplies and _ control 
equipment. Microdot, primarily 
a manufacturer of electric wir- 
ing, harnesses, and assemblies, 
also has obtained nonexclusive 
rights to the Owen name. 
Microdot says it plans to im- 


prove the Owen products by 
developing new strain gage 
conditioning equipment with 


more stringent specifications and 
better packaging. 


New Plant to Open 


Houston—Mid-Continent Tab 
Card Co. plans to open a plant 
for manufacturing electronic 
tabulating cards here this week. 
The 5,700 sq. ft. plant will pro- 
duce cards for use in all types 
of electronic accounting ma- 
chines and will serve the Texas 
and Louisiana sales area. Mid- 
Continent, which already has 
factories in Omaha, St. Louis, 
and Kansas City, says the new 
facility will be the first plant in 
Houston devoted exclusively to 
manufacturing electronic tabu- 
lating cards. 


Thompson Buys Dutron 


Los Angeles—H. I. Thomp- 
son Fiber Glass Co. has acquired 
Dutron Corp., San Rafael, 
Calif., a manufacturer of plastic 
insulation and components for 
the missile industry. Dutron will 
operate as a wholly owned 
Thompson subsidiary under the 
name of its principal subsidiary, 
Dumont Mfg. Corp. 


M & T Signs Distributor 


Rahway, N.J. Metal & 
Thermit Corp.’s Welding Prod- 
ucts Div. has signed up its first 
distributor, Victor Equipment 
Corp., San Francisco. Victor 
will sell and service M&T’s 
Murex line of welding electrodes, 
machines, and accessories through 
its four Southern California out- 
lets. The move will result in 
increased coverage of the area 
and better customer service, says 
R. T. Brown, general manager 
of the Welding Products Div. 


Texaco Expands Facilities 


New York—Texaco, Inc., is 
expanding facilities for produc- 
ing anhydrous ammonia at its 
Lockport, Ill., plant. The ex- 
pansion will raise operating 
capacity from 180 tons to 220 
tons/day. Texaco said the new 
facilities will be in full operation 
prior to the peak of the 1961 
fertilizer season. 


Girdler Adds Line 


Louisville, Ky. Girdler 
Process Equipment Div. of 
Chemetron Corp. has acquired 
exclusive rights for making and 
selling Chain Belt Co.’s line of 
continuous vacuum dehydrators. 
Chemetron said the dehydrators 
will be manufactured at the divi- 
sion’s plant here and will sell 
for more than 300,000 apicce. 
The largest models 2re over 50 
ft. long and can dehydrate from 
300 Ib. to 1,000 Ib. of food and 
other products per hour. 
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Directors OK Merger 


New York — Federal Paper 
Board Co., Inc., plans to acquire 
Worcester Paper Box Corp., 
Medford, Mass., through an ex- 
change of stock. The merger al- 
ready has been approved by the 
directors of both companies. 
Under terms of the proposal, 
Worcester would become a divi- 
sion of Federal. Last year, 
Worcester reported sales total- 
ing over $7-million, compared 
with approximately $83-million 


for Federal. 


| 


! 
Ex-Cell-O Gets U.S. Rights 


Cleveland — Steel Improve 
ment & Forge Co. has granted 
Ex-Cell-O Corp., Detroit, ex- 
clusive rights for building and 
marketing within the U.S and 
Canada new metal-working ma- 
chines that use Steel Improve- 
ment’s electrochemical processes 


Container to Open Plant 

Chicago—Container Corp. of 
America will open a plant in 
Houston, Tex., for manufactur- 


erboard pack- 

I out May 1. 

11 iid the new plant 

\ with a printer 

slott lie cutting, taping, 
tching machines. 


Joint Research Planned 


St. Paul, Minn.—Gould-Na- 
tional Batteries, Inc., has stepped 
up its fuel cell development 
ictivities by agreeing to conduct 
a joint research venture with 
Pure Oil Co. Gould-National 
says the main goal of the pro- 
gram is to develop a practical 
power generator that will com- 
pete on even terms with older 
forms of power production, such 


as the internal 


gine. 


combustion en- 


Construction Started 


Philadelphia — Philadelphia 
Gear Corp., one of the nation’s 
largest producers of precision 
and industrial gears and allied 
transmission equipment, has be- 
gun construction of a new re- 
search building and pattern shop 
at its plant in King of Prussia, 
Pa. The company expects to 
occupy the 60,000 sq. ft. facility 
this summer. The additional 
space will permit the firm to 
conduct vibration-free tests of 
gear trains for radar and radio 
telescope applications. 


LINE 


DIRECT 


SERVICE 
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P/W BUREAU CHIEF MARVIN REID 
Focuses a Purchasing Spotlight 
On the Bustling Southwest 


| ‘HIS patch of Texas seems to be weathering whatever 

“recession” the nation is in. Retailers say business could 
be a lot better, but they think bad weather has affected their 
sales more than any general decline in the area’s economy. 


eee 


Actually, Dallas probably had its “adjustment” period 
earlier than some cities, due to depressed conditions in oil and 
aircraft over the past three years. It calls itself the “distribution 
center of the Southwest,” and probably is. It is heavily oil- 
oriented, with electronics and aircraft also playing a big part 
in its economy. The big blow from “reappraisals” by oil and 
aircraft probably has been absorbed now, and indications point 
toward picking up, especially in oil. 

e . 7 

Product diversification, tight operating budgets and merger 
talk, however, are causing upheavals in the Dallas picture 

Out in the Texas Panhandle, an oil company sales engineer 
is attempting to prove plastic pipe is less expensive and just as 
good for gathering oil and gas from producing wells. He points 
out his company, Phillips Petroleum, has put in over 300 miles 
of the plastic pipe (called “Marlex”) in its systems since 1958. 
By installing plastic pipe, he claims, Phillips has saved 20% to 
30% compared to installed prices of steel pipe. 


How to get a full measure of value in BRASS BUYING 


rR ee re FO Oe Oe He ee CS ee a 


Brass can be easily and economically machined, fabri- 
cated, fastened and finished. Get the most from these 
brass values through the unmatched technical compe- 
tence available with Bridgeport’s “Direct Line” sales 
policy. Through it, our salesmen or deskmen refer 
knottier problems directly to our sales and technical 
management or to our mills—and authoritative an- 
swers are in your hands in short order. To get this 
heal help in alloy selection, delivery and use, call 
Bridgeport Brass Company, Bridgeport 2, Connecticut 


...Offices in principal cities. 


THINGS TO KNOW IN BRASS VALUES 
New Electrical Alloys in Brass and Copper 


e Replacement of Phosphor 
Bronze with Bridgeport’s lower- 


price Contact Bronze Alloy #92 
offers considerable savings in 
electrical equipment where 
excellent spring properties and 


fatigue resistance are essential.* 


@To improve the machinability 
of electrical copper (to an 80% 
rating) use Bridgeport's Alloy 
#120—a sulfur-copper alloy 


with a 93% to a 97% IACS con- 
ductivity. Particularly suited for as 
screw-machine operation. 


Alloy #120 can also be hot or 
cold forged, headed, sheared, 
punched or coined—offering new 
opportunities for savings.” 


*Send for literature. 


BRASS COMPANY ~~ 


Brass has always been a modern metal! 
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Phillips is trying to create a 
market outlet for the Marlex pipe, 
which the company does not 
make. (Phillips does, however, 
make the raw chemical product 
that goes into the pipe.) The 
Phillips salesman works with both 
the pipe manufacturers and field 
customers in attempting to prove 
the merits of Marlex. 

In so doing, he is moving in 
on firms like Lone Star Steel, 
which in the past took pride in 
its position as a major supplier 
of steel pipe to the oil and gas 
business. Lone Star still intends 
to hold on to that position, and 
its salesmen are out battling the 
Phillips salesman. But, Lone 
Star is having to appraise real- 
istically its own situation, and is 
now looking for new products 
and new markets. 


While all of this is going on, 
another major oil producer tells 
a Dallas electronics firm to give 
it a simple automation system 
that will control the flow of oil 
through its pipe line. Three 
years ago, it would probably 
have ordered an “exotic” system 
that would not only control flow, 
but report all sorts of data. 

“Not anymore, though,” says 
an Official of this firm. “We have 
learned that a lot of things we 
once bought are just not prac- 
tical. We cut out the white side- 
walls and fancy trim, now.” 

This makes the selling job 
tougher for the electronics boys, 
especially since their competi- 
tion is growing. Firms like 
Chance Vought, for instance, 
are trying to crack the oil mar- 
ket. In many cases, they are 
finding the oil people know more 
about what their buying and 
production needs are, and they 
concentrate on “payout.” There 
was a time when they didn’t. 

The area’s aircraft and elec- 
tronics industries, meanwhile, 
are eagerly awaiting the outcome 
of a big fight going on between 
Ling-Temco Electronics and 
Chance Vought. James J. Ling, 
head of Ling-Temco, wants to 
gain control of CV. 

You can get different opinions 
of how successful he will be, de- 
pending on what camp you talk 
to. But, Ling does have a sub- 
stantial block of CV stock now. 
Unless the courts order him to 
dispose of it (CV has filed a fed- 
eral court suit seeking this), the 
annual meeting of CV _ stock- 
holders in early April should 
settle the issue. 


While straight aircraft activ- 
ity remains in the doldrums in 
Dallas, electronics is booming. 
Texas Instruments reported 1960 
sales of $232,713,153, up 20% 
from 1959. Growth trends con- 
tinue at smaller firms in the area, 
and both Ling-Temco and 
Chance Vought are concentrat- 
ing heavily on increasing their 
electronics capabilities. 

Diversification is still the order 
of the day within aircraft and 
electronics in Dallas, too. Ling- 
Temco has just signed a contract 
to manufacture a “flying auto- 
mobile,” which will sell for 
about $15,000. This goes along 
with other product diversifica- 
tion at that company ranging 
from toys to refrigerators. 

Texas Instruments’ Apparatus 
Div., meanwhile, made a move 
recently to hit industrial mar- 
kets. Its business has been run- 
ning about 90% military, and it 
would like to get a more even 

(Continued on page 26) 
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Dallas Perspective 


(Continued from page 25) 
ratio between military and non- 
military markets. 

* . 7 

Dallas, which has long been 
acutely aware that Houston’s 
port gives that city an advantage 
over it in the battle to be the 
“distribution center” for the area, 
is disturbed over something the 
railroads are doing. 

Rails are trying to compete 
with water shipments to Houston. 
In so doing, they are putting 
Dallas in a squeeze. 

It's said that railroads now 
have a rate for transporting 
whisky from Boston to Houston 
by piggyback for $2.01 per hun- 
dred on 40,000-lb. shipments. 
The rate for shipping the product 
in similar amounts to Dallas is 
$2.58. What really irks the 
Dallas people is that the Houston 
shipment by rail might pass 
through Dallas on its way to 
Houston 250 miles to the South. 

To take another product, it is 
said a carload of structural steel 
now will move from Buffalo, 
N. Y., to Houston for about 96¢ 
a hundred. The rate to Dallas 
is $1.44. 

Dallas leaders are fearful that 
a prolonged advantage like this 
for Houston in rail rates will 
cause companies to locate in 
Houston, and over a period of 
time it would lose its “distribu- 
tion center” tag. The situation, 
in effect, gives Houston cheaper 
rail rates to go along with its 
port advantage. 

The railroads are reported tak- 
ing advantage of what is known 
as “Fourth Section Relief” under 
general rail rules. This permits 
them to charge less for longer 
hauls to relieve them of a com- 
petitive disadvantage. But Dallas 
people claim the action, in turn, 
gives their Houston competitors 
an unfair advantage over them. 

* * * 

Some people may get the im- 
pression that they are reading 
about two different industries, 
when they compare reports of a 
“sagging” oil industry with major 
co y earnings reports. 

e Texas Mid-Continent Oil 
& Gas Assn. reports the indus- 
try’s total income from oil and 
gas production is off $1.2-billion 
for the last three years. In other 
words, if 1957 volume and price 
levels had been maintained, the 
industry would have received 
that much more income. 

Meanwhile, however, a num- 
ber of companies have reported 
record earnings for 1960. At- 
lantic Refining, for instance, 
hiked its earnings 54%. On the 
average, net earnings were up 
about 10% to 12%. 

The differences can be ex- 
plained in large part by tight 
operating budgets at most oil 
companies. Most firms now ad- 
mit they “had a lot of fat” up to 
1957. The majority have trimmed 
it away now and, what’s more, 
have become very cautious about 
how they spend their money. 
They have cut down on drilling 
and many other things. This in 
turn affects drilling contractors, 
supply and service firms. These 
latter three segments are still feel- 
ing the pinch very keenly, as are 
independent producers. 

In a nutshell, oil industry ac- 
tivity is nothing like it was in 
1957. Still, some of the majors 
are doing better because of op- 
erating economies. 
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If current plans go ahead, 
there may be two liquefied petro- 
leum gas pipe lines before long 
running out of Texas into the 
Southeast. 

A group of companies in 
Texas and Oklahoma have 
planned a line from Texas to the 
Carolinas. This would be a $35- 
million, 1,050-mi. line. The 
group involved reportedly has 
about three-quarters of the LPG 
market in the Southeast. 

Transcontinental Gas, mean- 
while, has formed a subsidiary 


to build and operate a $63-mil- 
lion, 1,080-mi. LPG line from 
Texas to Virginia. It would 
serve roughly the same area. 

The talk now is that Transco 
may be forced to abandon its 
plans, although the company has 
announced no such intentions of 
doing so. It had hoped originally 
to get much of the business that 
the group of companies building 
their own line represent. At any 
rate, those in the LPG business 
are betting the Transco line plans 
will be “reappraised.” 


Military Supply Firms Map Program 
To Sell Value Analysis to Employees 


Huntsville, Ala.—A _ blueprint 
for selling value analysis pro- 
grams to company employees 
was drawn up at a conference of 
military suppliers here at the 
U. S. Army’s Redstone Arsenal 
by two officials of Martin Co., 
Orlando, Fla. 

Value analysis doesn’t begin 
to pay off until employees realize 
that their interests and those of 
their firm are identical, said 
George Parker, director of man- 
agement engineering and Law- 


rence Katz, value analysis admin- 
istrator. Martin convinced its 
employees by showing them that 
their job security would tre- 
mendously improve if the com- 
pany was able to get more con- 
tracts by cutting costs, the execu- 
tives said. 

Employee newspapers and 
other internal communications 
media are the best means of 
getting the message across to 
company personnel, the two 
officials said. 


SYLVAMIA PRODUCES & DELIVERS 
THE COMPLETED ASSEMBLY 


—at substantial savings to IBM 


This electrical connector block is a vital link in the elec- 
trical system of an IBM computer. Unless it is built to 
exact tolerances, 


To make this critical part, IBM chose Sylvania because 
we could perform the entire production sequence —from 
raw materials to completed assemblies built to tolerances 
in terms of thousandths of an inch, It soon proved the 


the computer can malfunction. 
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Sylvania experience paid off in two ways: in production 
economies and in fast delivery too. Total result: a better 


connector block —at lower cost. (For details see captions 


to pictures on these pages.) For full information on how 
Sylvania custom facilities can benefit you, or for a quote 
on a specific project, write Sylvania Electric Products 
Inc., Parts Division, Warren, Penn. 
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DALLAS ASSN. President R. D. Crane (1), Dresser Industries, congratu- 
lates winner of group’s annual scholarship award, Glynn Duff (ctr), 
Southern Methodist University, as Dr. A. Baker (left) of SMU looks on. 


Baltimore, Md.—A _ round- 
table discussion of on-the-job- 
training highlighted the Balti- 
more Purchasing Agents Assn.’s 
monthly meeting. 

R. G. Wessells, chief procure- 
ment officer for the District of 
Columbia, told local P.A.’s that 
the first step in establishing the 
district’s training program was to 
write a procurement manual. 

He reported that each purchas- 
ing department supervisor has a 
tour of duty as a training super- 
visor. Wessells explained that in 
this way each supervisor has an 


opportunity to pass his know- 
ledge on to the people working 
under him. 

Many of the people in the 
district’s purchasing department, 
he said, came up through the 
ranks. The stores operation, 
buying, budget, and other work 
are taught to each person and 
regular meetings to discuss the on 
the job training are held by the 
supervisors. 

Each employee, Wessells 
added, is urged to utilize his 
capabilities to the utmost. Per- 
sonnel are constantly being 


MOLDED FROM PLASTIC by Sylvania, the IBM connector block 
meets tightest specifications. This is possible because Sylvania main- 
tains one of the world’s most modern and complete lines of automatic 
molding equipment. This equipment permits Sylvania to handle vol- 
ume orders for compression, injection and transfer molding. And a 
unique bank of rotary presses can produce millions of precision parts 
each day—even using phenolics and urea. 


Result to IBM? Precisely formed parts to fill high-volume requirements. 


CUSTOM METAL STAMPING AND DOT WELDING, in one 
operation, also paid big dividends to IBM. The original plans called 
for forming parts and then gold-plating the entire contact. Following 
a request by IBM to extend contact life and reduce costs, Sylvania 
experience paid off. Sylvania Engineers demonstrated they could weld 
a tiny gold dot at the contact point economically while maintaining 
close tolerance on the critical dimensions of the formed contact. 
High-speed, high-volume techniques enable Sylvania to meet critical 
deflection and sheer tests. Sylvania maintains a metal stamping facility 
which includes multi-slide machines, vertical presses, and specially 
developed machines to help solve your special problems. 


QC SERVICE MEANS QUALITY CONTROL! 


MADE FROM SYLVANIA WIRE, precision-rolled 
ribbon connectors offer high reliability when the cir- 
cuitry is completed using wire wrap contact methods. 
The cross section of the ribbon—.023” x .062”—and 
the corner radius of .003” were accomplished on a 
special three-head tandem rolling mill and special 


forming equipment. 


Result of this flexibility to IBM? Top reliability at close 


tolerances. 


CUSTOM ASSEMBLY by Sylvania of the block and 
the parade of contacts is handled by our corps of 
trained specialists. Many of our customers have found 
that Sylvania can often deliver completely assembled 
and packaged products — using either all Sylvania com- 
ponents or all customer components, or both— at lower 
cost than is possible in the customer's own facilities. 


Result to IBM? Many, many thousands of completed 
top-quality assemblies per month, and to tolerances 


specified for automatic wire wrap. 


At Sylvania, a tough-minded, hard-to-please quality control department has full authority for assuring the parts Sylvania produces 
meet your most stringent specifications. Example of this thoroughness: for the IBM connector block, Sylvania used 100% inspection! 
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Baltimore P.A.s Discuss On-the-Job Training 


trained to broaden their under- 
standing of each phase of the 
over-all responsibility of their 
department. 

H. Spilman Burns, administra- 
tive supervisor, educational sup- 
plies and equipment, Baltimore 
Public Schools System, said his 
department also stresses well- 
rounded ability. Its policy, he 
reported, is to rotate buyers so 
that each one spends some time 
buying all of the different com- 
modities purchased by the de- 
partment. 

About two years before an 
employee is scheduled to retire 
from his department, said E. C. 
Reid, senior buyer, Metal Prod- 
ucts Div., Koppers Co., a new 
man starts to learn the job. At 
the end of this period much of 
the “old timer’s” knowledge is 
passed on to his successor. This 
transition training, he said, gives 
the new man time to learn 
thoroughly before having to take 
over full responsibility. 


Cost of Stocking Steel 
Can Prove Expensive, 
Distributor Tells P.A.’s 


Houston, Tex.—The true cost 
of some steel purchased against 
anticipated future use may be 
from 15% to 40% above the in- 
voice price, a steel service center 
executive told local P.A.’s. 

Speaking at a meeting of the 
Houston Purchasing Agents 
Assn., Thomas Z. Hayward, sen- 
ior vice president, Joseph T. 
Ryerson & Son, Inc., Chicago, 
said that when you purchase steel 
“the invoice price for that steel 
— if it is purchased for inventory 
—frequently is a long way from 
the real cost of the steel.” 

Hayward singled out “costs of 
possessions” as the items re- 
sponsible for additions to the 
original steel price tag. “Annual 
space costs may be as much as 
3% to 10% of the steel purchase 
price,” he explained. 

As for other hidden costs 
items, he mentioned, “Typical 
handling costs for steel vary from 
1%2% to 11% of the purchase 
price. Cutting and burning costs 
fluctuate according to product 
and operation performed and 
average approximately 7%.” 

Hayward advised purchasing 
agents to “make a careful study 
of your purchases so that you can 
do the very best possible job for 
your companies by focusing at- 
tention on cost rather than on 
price.” 


Gas Pipeline Planned 


Omaha—Northern Gas Prod- 
ucts Co. plans to build a $12- 
million liquified petroleum gas 
pipeline from a gas extraction 
plant now under construction at 
Bushton, Kan., to a point near 
Des Moines, where it will con- 
nect with the Great Lakes Pipe- 
line Co. system. 

Northern, a wholly - owned 
subsidiary of Northern Natural 
Gas Co., said the proposed 350- 
mile, 8-in. line will have an 
ultimate capacity of 40,000 bbl./ 
day. The gas will be piped to 
sites near the Mississippi River 
for conversion by industry into 
chemical feed stocks. The pipe- 
line also will serve expanding 
markets for the gas as a fuel in 
rural and suburban areas. 
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P/W School for Strategists 


| his week School for Strategists takes you into the world of Wall Street and 
corporate finance, with games on mergers and proxy fights. 

Your object in these games, prepared by PW Consultant John M. Owen, Jr., 
is to determine which strategy will bring about the most favorable outcome. 
This is done by employing new mathematical concepts, reduced here for your 
convenience to a quick set of visual aids. 

For School for Strategists beginners, and students who want a quick refresher 
course, here’s how Games of Strategy are played. 


SAMPLE PROBLEM 


Two competing companies—Arnold Corp. and Byerson Corp.—want to bid 
on a contract. They are such bitter rivals that each even thinks of the other 
fellow’s losses as his own gains. Here is their situation: 

¢ If Arnold bids and Byerson does not, Arnold will lose $2,000. 

¢ If both bid, Arnold thinks he can gain $1,000. 

¢ If neither bids, Arnold thinks he’s $3,000 better off than Byerson. 

© If Byerson bids, and Arnold does not, Arnold figures he’s $2,000 ahead. 
What should Arnold do? 


because buying the BEST is 
YOUR business 


you'll want 
a copy of 
this NEW 


ABBOTT BALL BULLETIN 


Call the Abbott representative near you .. . 
there’s one in every principal city . .. or 


write Abbott direct for descriptive literature. 


Send for your copy of new Abbott Bulletin AP-1... 
it provides up-to-date details on the adaptable, reliable 
products of the world’s leading producer of bearing 
balls and burnishing media. 

Included is important tabular information on conver- 
sion of old Abbott standard ball nomenclature to the 
new, simplified AFBMA* nomenclature. Also presented 
is useful new selection information on the Abbott lines 
of steel burnishing media and die-forged decorative 
balls and shapes, called Abcoforms. 


* Anti-Friction Bearing 
Manufacturers Association 


THE ABBOTT BALL 
COMPANY 


16 RAILROAD AVENUE + HARTFORD 10, CONNECTICUT 


£); 
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|. Sort his possible moves into two logical groups: 1) What happens if he bids, 
and 2) what happens if he doesn’t. This is what you get: 


Dollar Value of Move 


to Arnold 
Arnold bids, Byerson doesn’t 


Arnold bids, so does Byerson 


Arnold doesn’t bid, neither does epee. 
Arnold doesn’t bid, Byerson does. 


2. Now put the dollar value of each move in a box (called matrix) so you can 


inspect the situation. You want to solve it from Arnold’s point of view, so write 
Arnold’s moves at the left and Byerson’s at the top, like this: 


Byerson Byerson 
Doesn't Bids 


Arnold 


Bids =a , 000 #),000 


Amol” 


B 
Dpoesa’t 3, 000 


#2000 


3. Find the lowest value in each horizontal series, and the highest value in 
each vertical series. Here’s what you get: 


Byerson Byerson 
Doesn'} Bids 


Aemeld 7# 6% 000 J) 000 * 2, 00O 
> 


fraold ¢ ‘> 000 #2 000 * 


4 


voesa’t 3,000 


#3 000 F2,000 


4. Note that the figure $2,000—starred for visibility—is common to both 
horizontal and vertical series. THIS FIGURE IS THE STRATEGIC SOLU- 
TION TO THE PROBLEM. To put it another way: Arnold should not bid, 
and Byerson should. This is the sanest settlement for both. 

Now try the following two problems, using the above technique: 


INSPECTION PROJECTOR MAGNIFIES 
FOR (®) QUALITY... 


i i i i i Consult these CIRCLE R Specialists . . . 
Our inspection projector magnifies cutting edges Pace pe mn ens i 


to eliminate the minute angular deflection that ; + Tan Laon Company J. ¥. Gruman (Expr 
. . 

could cause you costly production losses . . . eel Gloire, Banal Cictate Pisce ey 

just one of many inspections that account for es. Geudtiewte PHOENIX 


DiEwgenio Tool Center 
Circle R quality. 


CIRCLE R saws, slitters and combination center 
drills must submit to constant exhaustive inspec- 
tion to work their way to you. They've got to 
prove they can ensure you correct cutting angles, 
long service, and minimal downtime. 


PITTSBURGH 
Rolph Esposite & Co. 
Fred J. McMillen 


ROCHESTER 
Jomes 0. Horne 


‘CIRCULAR TOOL C0, INC. 


PROVIDENCE 5, RHODE | 
Specialists in in Circular Cutting Tools Ftece 1923 
METAL SLITTING SAWS * COPPER SLITTING SAWS + SCREW SLOTTING SAWS * COMMUTATOR SLOTTING SAWS © JEWELERS’ SLOTTING SAWS + CUT OFF SAWS + CiRCULAR 
MWIVES & ROTARY SHEAR BLADES * CIRCOLOY STEEL SAWS * SOLID & TIPPED TUNGSTEN CARBIDE SAWS * COMBINED DRILLS & COUNTERSINES + CENTER REAMERS 


Magnaglo 
INSPECTION 


Send for Catalog P Showing More Than 1200 Items 
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Homework 


Problem |. The Merger Game 


Clarence Citron, president of Mother’s Fruitcake, Inc., has been 
approached by a bakery chain, International Cookies, Ltd., which 
wishes to purchase Mother’s as a diversification move. Citron has 
been negotiating with Irving Fignewton, representing International. 

Major stockholders have been pressing both negotiators for the 
best deal. There also has been interest by Wall Street speculators 
who have bought into Mother’s, thinking the price of the stock will 
go up if the company strikes a deal with International. 

International’s last offer was $30-million. Stockholders at 
Mother’s think that’s a good price, but that Citron should try to 
bluff International into going up to $40-million. International said 
$30-million was its final offer, but actually the firm might be willing 
to pay more to get Mother’s secret recipe, and they may compromise 
on a higher price. 

If Mother’s tentatively accepts International’s bid of $30-million 
but bluffs International into raising its offer to $35 million, Citron 
could claim a gain of $5 million. 


If Mother’s tentatively accepts the $30-million offer, and Inter- 
national can’t be bluffed into going higher, score zero gain for 
Citron. 

Here’s how the situation stands: 

If Mother’s holds out for $40-million and International counters 
with $35-million, they will compromise at $37.5-million. This is a 
plus of $7.5-million for Citron. 

If Mother’s holds out for $40-million and International refuses to 
go above $30-million, the whole deal will fall through. This would 
be a loss of $5-million to Citron and his stockholder associates, 
because the Wall Street speculators will dump their Fruitcake shares 
on the market and drive the stock price down. 


Here is a table summarizing the strategies as they look to Citron 
going into the final meeting: 


Value to Mother's 
Fruitcake in 
millions of dollars 
Mother's accepts $30-million; International is bluffed 

into offering $35-million 
Mothers’s accepts $30-million; International doesn’t 
offer more .......... Ragnok cane chactawsateel Cees 


Mother's holds out for $40-million, International offers 
$35-million and compromises on $37.5 million 

Mother's holds out for $40-million; International sticks 
with $30-million, and the deal falls through 


What price should Citron try to get for the company? 


(Answer on Page 42) 


Problem Il. The Proxy Fight 


The Easygo Machinery Co. has had a steady and growing market 
for its enamelware since the end of World War II and is now worth 
$10-million. However, wage hikes granted in recent years have 
been cutting into unit profits, and major Easygo stockholders have 
called for a firmer stand against union pressures. 

Mr. Amicus, Easygo president, has been committed to a policy of 
labor peace, and points to the expanding total profits achieved 
through high, steady volume. But now Larson & Co., a financial 
group, is thinking about starting a proxy fight against manage- 
ment over the wage issue. If they win, Amicus will lose the 
company. 

Wage contract negotiations at Easygo are starting now, and 
Amicus must decide whether to buck the union demands. At the 
same time, Larson must decide whether to launch its offensive. 
But neither side knows exactly what the other is up to. 

Here’s how the situation stands: 

1. If Amicus bucks the union and Larson starts a proxy battle, 
Larson’s bid will likely lose. There will be a three-quarters chance 
that Amicus will retain control. 

2. If Amicus bucks the union and Larson doesn’t fight, Amicus’ 
position is strengthened. But Larson hasn’t been discredited by 
a losing proxy battle, so there’s only a three-fifths chance that 
Amicus will retain control in the next directors’ meetings. 

3. If Amicus gives into the union and Larson stages a proxy 
battle, Amicus’ chances of winning are reduced to one in four. 

4. If Amicus gives into the union and Larson doesn’t fight, 
there’s no change in the situation, and Amicus has a 50% chance 
of retaining the presidency. 

Both Amicus and Larson groups know about expected value, or 
the worth of an event that is connected with a chance happening. 
Thus, multiplying the worth of the company ($10-million) by their 
chances of getting control, they can get a value of the strategy 
payoffs to put into their game matrix. 

Now what are the payoffs from Amicus’ view? What should 
Amicus do at the negotiation table? (Here’s a hint: You'll have to 
make out a table similar to the one in problem I in order to get 
the figures that go into the matrix. This will involve multiplying 
$10-million by the chance for each strategy.) 


(Answer on Page 42) 
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Jack R. Hauser has joined 
California Technical Industries, 
a division of Textron, Inc., Bel- 
mont, Calif. as general sales 
manager. He was formerly with 
Ampex Corp. 


Edward Evans has been pro- 
moted to manager of sales, 
Kaufman Enterprises, Inc., Kauf- 
man, Texas. 


Myron A. Angier has been 
elevated to general sales man- 
ager, Remington Rand Univac 
Div., Sperry Rand Corp., New 
York City. 


Joseph Boley has been ap- 
pointed general manager of New 
York sales and service facilities, 
and Fred J. Beyer has been 
named general manager for De- 
troit operations, Clark Equip- 
ment Co., Battle Creek, Mich. 


Harold Hofreiter has moved 
up to sales manager for the 
complete line of Sanpan Trans- 
lucent Wall Panel Products, 
Panel Structures, Inc., East 
Orange, N. J. 


Robert L. Miljan was ad- 
vanced to manager of interna- 
tional sales, Del Mar Engineer- 
ne Laboratories, Los Angeles, 
calif. 


William P. Benton was given 
the post of manager of south- 
eastern division car sales promo- 
tion and training, and Douglas 
A. Holmes was given the newly 
established post of fleet mer- 
chandising manager, fleet sales 
dept., Ford Motor Co., Dear- 
born, Mich. 


J. W. Morgan has been made 


Meetings 
First Listing 


National Association of Purchasing 
Agents—4é6th Annual Convention 
and Inform-A-Show, Conrad Hilton 
Hotel, Chicago, June 4-7. 


Previously Listed 


MARCH 


Institute of Radio Engineers—Inter- 
national Radio & Electronics Show, 
Coliseum, New York City, March 
20-23. 


American Society for Metals—13th 
Western Metal Exposition and Con- 
gress, Pan Pacific Auditorium, Los 
Angeles, March 20-24. 


APRIL 


Pacific Northwest Purchasing Agents’ 
Conference—Co-sponsored by the 
Washington, Oregon and _ British 
Columbia Purchasing Agents Asso- 
ciations, Empress Hotel, Victoria, 
B. C., April 7-8. 


American Society of Mechanical En- 
gineers—Oil & Gas Power Confer- 
ence and Exhibit, Jung Hotel, New 
Orleans, April 9-13. 


American Management Association 
—National Packaging Exposition, 
McCormack Place, Chicago, April 
10-13. 


American Society of Lubrication En- 
gineers—Annuai Meeting & Exhibit, 
Bellevue-Stratford Hotel, Philadel- 
phia, April 11-13. 
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director of marketing, Consoli- 
dated General Products, Inc., 
Houston, Texas. He will direct 
all sales activities for the com- 
pany. 


Patrick Q. Fennessy has joined 
Engineered [Electronics Co., 
Santa Ana, Calif., as eastern 
regional sales manager. He was 
with Minneapolis-Honeywell. 


Harry J. Kelleher has been 
promoted to air express sales 
manager, southern region, REA 
Express, Atlanta, Ga. 


Burtis E. Lawton has been ad- 
vanced to eastern regional sales 
manager, Electronic Tube Div., 
Allen B. DuMont Laboratories, 
divisions of Fairchild Camera & 
Instrument Corp., Clifton, N. J. 


Henry T. Lowell, Jr., has 


In the World of Sales... 


taken the post of general sales 
manager, Force Measurement 
Products Group, Electronic and 
Instrument Div., Baldwin-Lima- 
Hamilton Corp., Waltham, Mass. 
He was formerly with Sperry 
Products Co., a division of Howe 
Sound Co. 


Lloyd Skaggs has been as- 
signed the post of district sales 
manager, TRW Computers Co., 
Canoga Park, Calif. He was with 
Cosden Petroleum Corp. 


Frank D. Sullivan was named 
southwest district sales manager, 
Service Products Div. of John- 
son’s Wax, S. C. Johnson & Son, 
Inc., Racine Wis. 


T. Reed Daly has been ap- 
pointed sales manager, Labora- 
tory Furniture Div., Borroughs 
Mfg. Co., Kalamazoo, Mich. 


NEW Grades 
in 


Laminated Plastics 


An Example of 


Synthane You-shaped Versatility 
There are 7 new much-wanted grades of Synthane 
laminated plastics. Four are flame-retardant— 
Grades FR-1, FR-2, FR-3, and FR-4. Three are 
the new high-temperature grades G-3HT, 


ARF-HT and AA-HT. 


These grades add versatility to the variety of 
Synthane grades offered for your convenience 
and from which you may now choose with the 
same confidence you have always had in Synthane 


as a source of supply. 


You-shaped Versatility makes Synthane a Better Buy in Laminates. 


[SYNTHANE] 


CORPORATION S| OAKS, PENNA. 


Synthane Corporation, 8 River Rd., Oaks, Pa. 
Gentlemen: 


Please send me your Engineering Bulletins on: 
a New Flame-retardant Grades Cc] New High-temperature Grades 


Name 


Addr 


City. 
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THIS WHIRLYBIRD was in full production when Sikorsky found 
that 40% of its cost went to proprietary subcontractors. 


THIS ‘COPTER entered the scene, and its more complicated 
* electronic gear upped vendor control to 50% of the total. 


BAe i 


3 SO TO GET PRICES down to the bone, Sikorsky organized 
* teams of buyers and accountants to check vendor’s cost sheets. 


4 MORE AMMUNITION for whittling down vendor’s costs comes 
* from a learning curve studied before negotiation begins. 


Purchasing-Accounting Teams Keep Pressure 


Learning Curves, Analyses 
Help Fight Rising Expense 
Of Making Navy ‘Copters 


G toss Aircraft Div. of United Aircraft Corp. has organized three 
purchasing-accounting teams to put the squeeze on subcontractors who 
produce parts for its helicopters. Sikorsky turns out whirlybirds for the 
Navy under a fixed-cost procurement contact. 

Each negotiating task force is composed of a chief buyer or senior buyer 
(or both) and an accountant, whose main job is to see that proprietary sub- 
contracting costs are cut to the bone. Each team is assigned a separate 
phase of the production process, as follows: 

@ Aircraft instruments, auto pilots, radio equipment, and all antisubmarine 
electronics gear. 

@ Accessories, hardware and fittings, electrical items, and perishable tools. 
Also in this group is MRO material. 

@ Transmissions, rotor heads, special tools, and other material manu- 
factured to Sikorsky design. 

The idea for the teams was hatched some four years ago, when man- 
agement discovered that vendors accounted for over 40% of the cost 
of production of the Sikorsky helicopter S-58. Something had to be done— 
and immediately—to insure that vendor costs were soundly based and that 
overhead and direct labor costs would be approved by Navy Bureau of 
Weapons prime contracting officers. 

The situation became even more acute with the introduction, in March, 
1959, of the S-58’s successor, the S-61. Expenditures with vendors jumped 
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to 50% of the total cost, at a time when Congress was putting pressure 
on the Pentagon to trim the fat from its procurement budget. Prime con- 
tractors, such as Sikorsky, were the first to feel the effect of the economy 
wave, and they in turn began to turn the screws on their suppliers. The new 
team idea seemed to Sikorsky management to be the best way to ride herd 
on its vendors. 

The Sikorsky bargaining teams have no set pattern of action, especially 
when it comes to checking out a prospective subcontractor. “A lot of the 
job is playing it by ear—digging up facts about the supplier,” says Carroll 
L. Beers, Sikorsky purchasing manager. 


Navy Does Own Audit 


The job of investigation is complicated by the fact that the Navy sometimes 
runs it own audit of prospective suppliers. But the Navy does not disclose 
its finding to Beers and his teams, because such information is classified 
as confidential. “We have to work under the idea that the Navy may 
have found something we didn’t. Of course, sometimes it turns out that 
we find something they’re not aware of,” comments Sikorsky Chief Buyer 
Earl R. Gray. 

Here’s how the team prepares the ground work for the final negotiations: 

First step is a standard request for bids based on a Sikorsky requisition. 
The firm gets quotes on different quantities. A higher amount of items 
in continual use may attract a low enough price to make purchase more 
practical. A lower quantity may permit the company to begin production 
while final negotiation is going on. When a final price is reached, the con- 
tract can be made retroactive to previous small quantity purchases. 

Says the purchasing manager, “We have to work on the assumption that 
the bid price might not be right. Then we start working on guaranteeing 
it’s right.” 

Here is where the accountant enters the picture. He goes over the costs 
breakdown sheet submitted by the vendor and compares it with what Sikorsky 
figures the costs should be. Beers feels that after accounting makes this 
comparison, the vendor has to have a pretty good reason to justify costs 
higher than Sikorsky’s target. Main reason for having an accountant do the 
job is to get a nonpurchasing point of view. This objective opinion helps 
strengthen Sikorsky’s bargaining position, since a vendor would be reluctant 
to question the accuracy of the accountant’s figures. Also important is the 
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Cost Analysis 


2nd ORDER — 62 pieces 


When Sikorsky Meets the Vendor... 


Here’s what the purchasing-accounting team asks: 


1. Are your overhead costs a properly? 
2. Are sup r n PURCHASED MATERIAL: a Stock = 
3 ‘Are yous ry eign ’ DIRECT PRODUCTION LABOR: 
‘ Fabrication—121 hours @ $2.75/hr. 
Assembly —113 hours @ $2.60/hr. $293.80 
Testing — BShours@$3.11/hr. $ 24.88 


TOTAL —242 hours @ $2.69/hr. $ 651.43 225 hours @ $2.69/hr. $ 605.25 
(average) (average) 


FACTORY OVERHEAD @ 143% $ 931.54 $ 865.51 
DIRECT ENGINEERING LABOR, 2.5 hours @ $4.10/hr. 10.25 
ENGINEERING OVERHEAD @ 92% 9.43 
SPECIAL TOOLING, 7.7 hours @ $2.75/hr. 21.18 
TOOLING OVERHEAD @ 139% 29.44 


TOTAL MANUFACTURING EXPENSE $1817.77 
GENERAL AND ADMINISTRATIVE EXPENSE @ 12% 218.13 
TOTAL EXPENSES $2035.90 
PROFIT @ 12.5% 254.49 


$2290.39 


SAVINGS = $231.12 @ x 62 pes. = $14,329.44 


7 


5 READY FOR BARGAINING, the purchasing-accounting team 6 STRIKING AN AGREEMENT, the team cuts price on hypo- 
presents its target price and shows supplier how to meet it. thetical order using cost analysis breakdown shown above. 


on Subcontractors to Slash Costs for Sikorsky 


accountant’s thorough understanding of what elements make up proper 
overhead costs. 

Another useful tool the team adds to its negotiation armory is the learning 
curve. For virtually every major nonstandard item the team keeps a manu- 
facturing learning curve based on aircraft industry standards. With this 
information the buyer can project accurately the vendor’s labor costs. 
Finally, before the team meets the subcontractor, members gather, sift, and 
evaluate miscellaneous production information picked up about the supplier 
from government, service, and industry sources. 

The team is now ready to call on the vendor to present Sikorsky’s price 
target based on its own cost sheet. Most of the negotiation consists of 
showing the supplier how to meet the Sikorsky target. On subcontracts 
involving large expenditures Beers makes a point of having the buyer on 
the team look into the purchasing procedures of the vendor. 

Sometimes the team discovers the vendor is neglecting a basic material 
pricing procedure in dealing with his own suppliers. In such cases, the 
team gives the firm pointers from its own experience in cost reduction to 
aid the subcontractors in getting tough with their suppliers. In one case 
Sikorsky got a vendor’s supplier to cut prices, then checked to see that the 
saving was passed on. 


Check Vendor's Accounting 


While all this is going on, the accountant on the team checks out the 
vendor’s accounting procedures and works over Sikorsky’s price figures with 
sales representatives. Along with the buyers, the accountant looks for 
places where costs can be shaved. For some materials Sikorsky may have 
a double check on costs by comparing them with prices it pays for the same 
materials. 

A subcontract agreement usually is drawn up at the negotiation visit. 
But if the team returns without a final commitment, another squad headed 
by an assistant P. A. or Manager Beers gives it another try. When the 
deal is completed, the contract file, consisting of the bid sheet, the cost 
sheet, the learning curve, and the negotiation price, is put away for future 
reference. The final price goes onto the price record card along with the 
quote number of the report. At renegotiation time, the chief buyer need 
only look at the price record card to find the entire file. 

The hypothetical summary of negotiations above, shows a cost breakdown 
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sheet of “XYZ Corp.’s” quoted price for an order of 62 electronic assem- 
blies and the target price that Sikorsky aimed for. In this case the purchas- 
ing-accounting team’s audit revealed that the subcontractor had taken ad- 
vantage of all good procurement practices such as competitive quotations, 
application of learning curve, quantity price points, and the like. So Sikorsky 
accepted the cost of purchased material. 

The simplified learning curve in this example shows where Sikorsky 
saved 12% on the number of units in the order by extending the vendor’s 
quoted curve and the team’s compromise curve from the point at the 
first order quoted. Not included in the graph, although normally plotted 
for negotiation purposes, is a line under the second order that represents a 
projection of Sikorsky’s target learning curve. This line would fall under the 
second order plot and cut into the projected curve at 15% saving instead 
of 12%. 

Finally, XYZ’s quote of 12.5% profit was negotiated down to 11.1% 
and the Sikorsky team came out with a total savings of $231.12 per unit. 
With this kind of scrutiny, the aircraft company realized a saving of more 
than $14,000 for the entire order. 


Learning Curve Analysis 


Sikorsky saves 12% 


& 


First order 
as quoted | 


00 Pe TO | 
10 203040 100 
Total Pieces 


VITAL ROLE in the final agreement is played by learning 
curve, which helped teams reduce quoted labor costs 12%. 
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Atlanta—The head of the Na- 
tional Conference of Non-Profit 
Shippers Assn. charges that 
shippers will be paying double 
their present freight charges in 
less than two years if campaigns 
aimed at nonregulated for-hire 
carriers continue. 

C. B. Culpepper issued his 
blast after the Transportation 
Association of America held a 
conference in Washington to pro- 
pose curbs on private truckers. 

Sees Deterioration 

He told shippers that if such 
campaigns prove _ successful, 
“your service will deteriorate to 
where you cannot have second or 
third day delivery out of the 
major shipping origins of this 
country.” 

He claimed the results would 
also rob shippers of “the inherent 
right to move your own goods in 
the way you desire.” 

Sees Association Need 

Nonprofit shipping associations, 
he said, were in existence because 
of the “absolute and proven 


Port improvement Project 
Gets Underway atNorfolk 


Norfolk, Va. Norfolk & 
Western Railway and the Vir- 
ginia State Ports Authority have 
embarked on a joint venture to 
increase the capacity of the gen- 
eral cargo terminals here at 
Hampton Roads by 5,000,000 
tons annually. 

The railroad has agreed to sell 
five existing piers together with 
warehouses and other supporting 
facilities to the VSPA for about 
$12-million. The VSPA in turn 
has agreed to build a new $15- 
million pier and warehouse com- 
plex, and then lease the com- 
bined properties for 30 years to 
the railroad, which will operate 
them as public terminals. 


Construction Late This Year 


Construction of the new 1,200- 
ft. long, 400-ft. wide concrete 
pier is to begin late this year and 
is expected to take two years to 
complete. Its supporting facili- 
ties will include a 360,000 sq. 
ft. transit shed, a refrigerated 
warehouse with a cold storage 
capacity of 100,000 cu. ft., and 
two 90,000 sq. ft. back-up ware- 
houses. 

The enlarged facilities will en- 
able the N&W to handle the in- 
creased volume of freight traf- 
fic which it expects will come as 
a result of its proposed merger 
with the Nickel Plate Road and 
the lease of the Wabash Railway, 
according to Stuart T. Saunders, 
N&W president. 


Gulfport Strike Ends 


Gulfport, Miss. — Gulfport 
Piping Co. is working on a 
double shift basis in an attempt 
to get production back on sched- 
ule following a seven-day strike. 

John Preston, company pres- 
ident, said one customer was 
hurt seriously by the walkout and 
that Gulfport is fighting to pre- 
vent cancellation of two orders 
from Turkey and Denmark for 
refineries. Details of the agree- 
ment that ended the strike, 
touched off by the firing of super- 
visory personnel on Feb. 18, were 
not revealed. 


failure of every form of regulated 
transportation to provide ade- 
quate, dependable service in the 
handling of small shipments at 
reasonable rates.” 

“The railroads,” he added 
“have permitted their less-car- 
load service to deteriorate to 
where no one can depend upon 
prompt handling of small ship- 
ments via rail service.” 
Regulated freight forwarders, 
he declared, “have increased their 
rates and charges as the rates and 
charges of the underlying carriers 
have increased to where it is un- 


Shippers Group Hits Curbs on Private Truckers 


economical to use their service.” 

Motor common carriers have 
gone “hog wild,” he charged, 
in “increasing their minimum 
charges, affixing surcharges and 
increasing their through rates to 
where it costs a fortune to utilize 
their services.” 

Unregulated carriage is due to 
come under scrutiny of the Senate 
Subcommittee on Surface Trans- 
portation, which this week begins 
hearings on the decline in the use 
of common carriage. The sub- 
committee is chaired by Senator 
George A. Smathers. 
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NO CLEARANCE PROBLEMS: New automobile carrier built and leased 
by Multi-Car Corp., is 16 ft. 8 in., high, two feet lower than standard 
tri-level cars. Car-rack rentals will be slightly higher than those for 
previous tri-level cars, which range in cost from $12 to $19/day. 
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ing and pickling. 


capacities— 26- 


SIZE AND GAGE RANGE 


TUB 


ING 


PIPE 


Outside Wall Outside Wall . . ‘ 
Diameter | Thickness |Diameter | Thickness _ Ovtside | Schedule | Schedule | Schedule 
Republic’s controlled atmosphere bright annealing of Tube BWG of Tube BWG ze | Diameter | 40S Wall | 10S Wall | 5S Wall 
furnace provides a smooth surface finish, eliminating the 
normal surface roughness of conventional open anneal- VAG 16-25 1%6” 10-20 Ya" 405” | .068” 049" 
¥%" 16-25 | 1%’ 10-20 %" 540” | .088” .065” 
Ae" 16-25 | 1'Y%e” | 10-20 ¥%’ .675” | 091” .065” 
REPUBLIC STEEL DRUMS AND PACKAGES—complete serv- Yn" 14-25 | 1%” 10-20 Yr" 840” | .109” | .083” | .065” 
ice in ~ to oe gp ey ca bl — %e" | 14-25 11%” | 10-20 | %” | 1.050” | .113” | .083” | .065” 
Class 1.C.C.—17E, P , OJ; Heavy Gage Class F N ” y f ” 
.C.C.—5, 5A, 5B, 5C, 17F, and certain I.C.C. 6 Series. %" | 14-24 | 2” 9-20 | 1” 1.315” | .133 109” | .065 
Choice of plain, decorated, hot dip galvanized, hot We" | 14-24 | 24%” 9-20 1%” | 1.660” | .140” 109” .065” 
rye — pee in oe tages 8 A 13-24 12%” 9-20 1%" 1.900” | .145” 109” 065” 
ull line of steel packages in Be -gallon : ‘ a . : 
to 20-gage plain steel—lined and He" | 13-24 | 2%” 8-20 | 2” 2.375 .154 .109 .065” 
decorated to specifications, Write for complete data. Yq" 12-23 | 2%” 8-20 | 2%” | 2.875” .120” .083” 
He” | 12-23 | 2%” 8-20 | 3” 3.500” .120” .083” 
hd 11-23 | 2%” 8-20 | 3%” | 4.000” .120” .083” 
Yo” 11-22 | 2%’ 8-20 | 4” 4.500” .120” .083” 
Ye" 11-22 | 3” 8-20 
1H%6" 11-22 | 3%" 8-16 NOTE: 
1%" | 11-22 13%" 8-16 These are common sizes. Intermediate 
16" 11-20 | 3%” 8-16 sizes can be made. Inquiries for larger 
1%’ 11-20 | 4” 8-16 diameters and heavier walls should be 
1%" “111-20 | 4%" 8-16 referred to your Steel and Tubes Division 
. representative. 
1"”’" 10-20 | 5” 8-16 


ELECTRUNITE Stainless Steel Tubing and Pipe are available in A.LS.I. chrome-nicke! analyses. Size 
range from %” O.D. through 5” O.D. Pipe sizes are available from Ye” |.P.S. through 4” I.P.S. in 
ASA schedule 40S; from Ve” LP.S. through 4” L.P.S. in schedule 10S; and from Ya" 1.P.S. through 
4” LP.S. in schedule 5S wall thicknesses. Write for additional information. 
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DEMURRAGE INCREASES SPIKED: Railroads have pulled 
in their horns on demurrage increases, which shippers have been 
protesting hotly. The Assn. of American Railroads called back 
“for reconsideration” the changes it wanted both in demurrage 
charges and the “average agreement” on debits and credits. 

The proposed demurrage change would have increased pen- 
alties to $6 from $4 for each of the first four days a shipper held 
a car beyond 48 hours and to $12 from $8 per additional day. 

The “average agreement” would have changed the balance in 
credits and debits connected with the delays. A credit is earned 
for each car released within 24 hours of receipt; a debit for 
each day’s delay beyond 48 hours. Proposal was to require two 
credits to offset one debit, instead of present one-for-one setup. 

. * e 
ALL-FREIGHT BREAKTHROUGH: The ICC lowered the 


bars on all-freight rates for railroads, a concession so far con- 
fined to forwarders and consolidators who move large assort- 
ments of goods at one time. In a major breakthrough, two rail- 
roads—New York Central and Boston & Maine—were allowed 
to offer lowered rates on straight or mixed shipments in box 
cars from New England to Chicago and St. Louis. The decision, 
strongly opposed by truckers, is expected to open the way to 
all-freight rates by other lines. 


° * . 

WINGS CLIPPED: The CAB has ordered all but one of 
13 trucking firms to show cause why it should not disapprove 
their applications to get into the air freight forwarder business. 
The order came on the heels of protests from five air freight 
forwarders who claimed the applicants were not primarily inter- 
ested in developing the air forwarding market. The CAB agreed. 


ELECTRUNITE 


All 12 firms, except the one given 
tentative approval (Empire Car- 
riers Corp., New York City), are 
primarily household goods car- 
riers. 

” « 


NO CUT IN FREE TIME: 
Strong on . 
and ports prompted rails to drop 
their proposal to reduce free port 
time from seven to five days on 
export cargo. Shippers and port 
groups claimed five days gave 
them insufficient time to clear ex- 
port cars, owing to uncertainty in 
exact steamer and rail car ar- 
rivals. Rebuffed for the second 
time in the past few days on plans 


STAINLESS STEEL TUBING AND PIPE to reduce free time at ports, the 


railroads hinted at another at- 
tempt some time in the future. 


— In fune with today! SEAWAY FUND HIT: North 


Atlantic Ports Assn. struck out 
at an Administration proposal to 


Supplying industry’s need for quality stainless steel tubing and pipe eet Get Ot ee ee 


tion in the budget of the St. 


has become a job for specialists. A job for Republic’s Steel and Tubes Lawrence Seaway Development 


Division— producers of ELECTRUNITE. 


Corp. In a letter to President 


. : : , a Kennedy, Association President 
Republic offers ELECTRUNITE Stainless Steel Tubing and Pipe in 


Michael M. Mora, who also is 


a complete range of sizes, gages, wall thicknesses. Fast service, too, ener wegen My the 
with the ability to meet deliveries from broad distributor stocks, aS ea 


and large inventories of mill stocks. 


For pressure tube applications, Republic offers exclusive FARROW- 


RATE HIKES BREWING: 


TEST—the ultimate in nondestructive testing. This eddy-current The Eastern Central Motor Car- 
test probes for and detects defects so minute they pass other, less tiers Assn. has set March 21 for 


positive tests. Tube quality is premeasured for you. 


a public hearing in Pittsburgh of 
its revised rate proposals which 


For prompt price and delivery quotations, call your Republic would increase rates from 16¢ to 
. "1 O41 on - A 96¢ cwt., by 50-lb. breaks, up to 
representative. You'll like the qualities of ELECTRUNITE Stainless 


Steel Tubing and Pipe. And, you'll like the service, too. 


Strong, Modern, Dependable 


ote) 


REPUBLIC STEEL Kansas, Missouri, Nebraska, and 


Worlds Whidext Range 


300 lb. The association also pro- 
poses general increases in heavier 
shipments. The Middlewest Mo- 
tor Freight Bureau has adopted 
a proposal to increase class rates 
10% on shipments under 1,500 
lb. (2% on all other weights), to 
hike commodity rates 10%, and 
increase minimum charges on 
shipments between the Dakotas 
and Minnesota. Also proposed: 
to raise minimum charges on 


Oklahoma. 


Of Siteuclard, Stals and. Stool Produit (ees os 


REPUBLIC STEEL CORPORATION 
DEPT. PG-1691 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on the following products: 


O Republic ELECTRUNITE® Stainless Steel Tubing 
O FARROWTEST®—nondestructive tube testing 


O Republic Drum Racks 0 Republic Drums and Packages 


REPUBLIC DRUM RACKS assure stacking of more in-use drums in less space Name. Title 


WHISTLESTOPS:  Aijrborne 
Freight Corp. will open a Hong 
Kong Office . . . Strickland Trans- 
portation Co. opened a new 
terminal at Richfield, Ohio, to 
serve the Cleveland area and is 
doubling size of dock facilities at 
its Dallas headquarters . . . Coyle 
Lines president Bailey T. Deb- 
bardeleben is new chairman of 
the American Waterways Op- 
erators . . . new 160-page New 
York Port Handbook (1961) is 


and at lower costs than ever before. Each rack supports two loaded 
55-gallon drums. Racks with drums can be stacked to any practical height. 


now available from New York 


Standard fork-lift trucks can lift, move, and stack as many tiers of drums 
at one time as capacity permits. Shipped knocked down, with fasteners, 


Port Authority . . . GMC’s truck 
division has turned out a booklet 


for quick and easy assembly. Send coupon today. 


showing how proper truck selec- 
tion, operation and maintenance 


can produce savings. 


Packaging Machine 
Seals 2,000 Bags an Hour 


Packaging machine heat seals over 2,000 
polyethylene bags an hour. Strength of the 
beaded seal can be varied for different ap- 
plications. Machine handles bags from 1-in. 
to 14-in. wide and up to 18-in. long, and 
adjusts for different product sizes in seconds. 

Price: from $1,295. Delivery: 2 to 4 wk. 

American Engineering & Design Corp., 
175 Howard St., New London, Conn. (PW, 
3/20/61) 


Photocopier Table 
Holds All Supplies 


Cabinet unit has sufficient top surface to 
hold any desk-top photocopy machine, and 
6 cu. ft. of interior shelf and storage space 
for paper and other supplies. Over-all di- 
mensions are 14% in. x 23% in. x 30 in. 
The unit is made of heavy gage sheet metal 
finished in a beige enamel with aluminum 
hand-pulls. 

Price: $59.95. Delivery: immediate. 

Cormac Photocopy Corp., 80 Fifth Ave., 
New York 11, N. Y. (PW, 3/20/61) 


Fluorescent Light 
illuminates Corridors 


Luminous fluorescent light in a single- 
lamp fixture for general traffic areas not re- 
quiring a high-level of illumination. It comes 
in 4- and 8-ft. lengths and uses 40-w. lamps. 
They can be mounted in tandem or in a 
single row, or as single fixtures. The plastic 
housing is easily removed. 

Price: $17.86 and $25.66. Delivery: im- 
mediate. 

Westinghouse Lighting Div., Edgewater 
Park, Cleveland, Ohio. (PW, 3/20/61) 


Tool Cabinet 
Drawer Sizes Vary 


Tool chests and cabinets come in a variety 
of drawer combinations and sizes to meet 
specifications of individual shops. The chest 
has a hase of two; full-width bottom draw- 
ers, and three upper sections available for 
shallow, medium, or full drawers. Units are 
made of heavy gage steel. 

Price: $182.25 (unit shown). Delivery: 
immediate. 

Metal Box & Cabinet Corp., 4720 W. 
Lake St., Chicago 44, Ill. (PW, 3/20/61) 


Temperature Pellets 
Indicate Heat Up to 3,000 F 


Pellets may be used to indicate tempera- 
tures of 2,800 F, 2,900 F, and 3,000 F. 
Others cover a range from 100 F. The pel- 
lets are placed on the surface of a workpiece 
before heating begins. First sign of melting 
at line of contact indicates that temperature 
rating of pellet has been reached. 

Price: $2 (tube of 20 pellets). Delivery: 
immediate to 1 mo. 

Tempil Corp., 132 W. 22nd St., New 
York 11, N. Y. (PW, 3/20/61) 


Here's your weekly guide to... 


Purchasing Week 


Carpet Sweeper 
Brush Adjusts Automatically 


Heavy-duty carpet sweeper with rein- 
forced stress points has a 13-in. brush which 
automatically adjusts according to carpet 
thickness. The thick, heavy bumper is 
treated to prevent cracking and deteriora- 
tion, and one-piece rubber wheels are self- 
lubricating. Oscillating combs keep the 
brush clean at all times. 

Price: $14.95. Delivery: immediate. 

E. R. Wagner Mfg. Co., 4611 N. 32nd 
St., Milwaukee 9, Wis. (PW, 3/20/61) 


Machine Mount 


Controls Vibration 


Perforated wool felt provides lateral flex- 
ibility and eliminates horizontal creeping, 
while reducing the destructive force of vibra- 
tion by as much as 85%. It comes in a 
general purpose texture for loads of 10 Ib. 
to 50 Ib. per sq. in., and in heavy-duty den- 
sity for loads above 50 Ib. per sq. in. 

Price: 4¢/sq. in. (2 in. thick) and 7¢/sq. 
in. (1 in.). Delivery: 10 days. 

American Felt Co., Glenville, Conn. (PW, 
3/20/61) 


Power Supply 
Has 30-KV Rating 


Power supply rated at 30 KV. at 3 MA. 
has a ripple of 0.5% per MA. with an input 
of 115 v. 60 cycles. It is self-contained in a 
94%2- x 1l- x 12-in. cabinet with side- 
mounted handles. Total weight is 43 Ib. 
The transformer and rectifiers are epoxy- 
encapsulated to reduce corona. 

Price: $330. Delivery: immediate. 

Del Electronics Corp., 521 Homestead 
Ave., Mount Vernon, N. Y. (PW, 3/20/61) 


Plumb Bob 
Has Mercury Filling 


Steel plumb bob is bored and filled with 
mercury to provide a low center of gravity 
and relatively heavy weight in proportion to 
a short length and small dia. Four sizes 
weigh from 3% oz. to 16 oz. Removable 
points may be replaced in case of damage. 
Silk line may be adjusted without knotting. 
, Price: $4.95 to $7.90. Delivery: imme- 

late. 

L. S. Starrett Co., Athol, Mass. (PW, 
3/20/61) 


First Aid Kit 


Holds Unit-Wrapped Items 


First aid kit’s contents are unit-wrapped 
and boldly labeled for immediate recogni- 
tion and access. Facsimile index on inner 
lid shows exact location and series as inyen- 
tory check. Four kits have 10, 16, 24, and 
36 items in standard assortments. 

Price: $8.20 to $23.50. Delivery: imme- 
diate. 

General Scientific Equipment Co., P. O. 
Box 3038, Philadelphia 50, Pa. (PW, 
3/20/61) 


March 20, 1961 


_New Products 


March 20, 1961 


Rivet Gun 
Works in Close Quarters 


Rivet gun, with thin nozzle for use in 
confined areas, automatically ejects the man- 
drel after the rivet has been set, permitting 
the user to insert and crimp rivets from the 
same side. It exerts a force of up to 1,500 
lb. to pull parts together. The gun clinches 
easily and can be carried in the pocket. 

Price: $22.95. Delivery: immediate. 

Richline Co., 1527 E. Franklin Ave., 
Minneapolis, Minn. (PW, 3/20/61) 


Television Camera 
Permits Mobile Viewing 


Tripod-mounted camera can be tilted up 
and down and swung in a panoramic arc 
to perform jobs such as remote supervision, 
requiring a mobile camera. The camera 
comes with a standard TV lens and a 32%2- 
ft. transmission cable. It can be directly 
connected to a standard TV set for view- 
ing. 

Price: $695. Delivery: 6 wk. 

Majestic International Sales, Inc., 743 N. 
LaSalle St., Chicago 10, Ill. (PW, 3/20/61) 


Two-Way Radio 
Permits Mobility 


Portable, two-way radio is designed for 
personnel who regularly move about. The 
hand unit operates on any citizen’s band 
channel and requires no license. The tran- 
sistorized radio works on nine penlite-type 
batteries which provide up to 70 hours of 
service. Optional nickel cadmium batteries 
are rechargable and give up to 3,000 hours. 

Price: $129.50. Delivery: immediate. 

Radson Engineering Corp., Macon, Iil. 
(PW, 3/20/61) 


Conveyor Booster 


Adapts Systems to Inclines 


Powered booster unit adapts gravity con- 
veyor systems to inclines of up to 34 deg. 
Infeed height of floor stands adjusts from 
6 in. to 30 in.; discharge heights, from 27 
in. to 33 in. The unit comes in 12-, 20-, 
or 24-in. widths and in standard lengths of 
5 ft. to 32 ft. Standard belt speed is 65 
fpm, with other speeds optional. 

Price: $460 to $990. Delivery: 1 wk. 

Hytrol Conveyor Co., Inc., 1959 S. 54th 
St., Milwaukee 19, Wis. (PW, 3/20/61) 


Storage Rack 


Offers Sixteen Sizes 


Storage rack’s standard units can be fab- 
ricated into any of 16 different sizes. Up- 
rights of 96 in. and 120 in. come in 30- 
and 36-in. widths. Shelf beams, with a 
4,000-lb. capacity per pair, are available in 
54, 90-, 108-, and 120-in. lengths. 

Price: $14.25 to $15.75 (uprights) and 
$6.90/pair to $19.55/pair (shelf beams). 
Delivery: immediate. 

Palmer-Shile Co., 1600 Fullerton, De- 
troit 27, Mich. (PW, 3/20/61) 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


This Week's 


Product Perspective 


MARCH 20-26 


@ RUBBER now has a fantastic range of properties that enable it to win 
new jobs every year in a wide variety of fields. To illustrate its extreme 
versatility: It can outlast steel in pneumatic hammers, provide nonstatic 
gears for electronic applications, supply the “give” needed on mechanisms 
to catch and hold planes landing on carriers, absorb damaging shock in 
missile assemblies. 


This increase in rubber uses stems directly from the large number of new 
applications uncovered by research and development departments in the 
rubber companies. Unlike the tire business, which is centered around 
relatively few producers, industrial rubber products are made in one form 
or another by an overwhelming majority of the 1,500 companies in the 
rubber industry. Hot competition from synthetic rubbers and rubber-like 
plastics sets a brisk pace of materials obsolescence. 


® Both natural and many synthetic rubbers belong to the hydrocarbon 
chemical family—a combination of carbon and hydrogen. Thousands of 
different synthetic formulas can be produced by juggling the carbon and 
hydrogen atoms during the mixing process to link them in different chain 
patterns, according to the Rubber Manufacturers Assn. 


Synthetic “natural” or polyisoprene is one of these atom shuffling products. 
It can be used as a direct substitute for the tree-grown variety in many cases. 
Polybutadiene (which is more elastic and generates less heat than some other 
elastomers) is another almost natural product. Polyurethanes, which are being 
used increasingly in foams, molded products, adhesives, fibers and paints, 
are rubber-like synthetics. Butyl and neoprene, while not hydrocarbons, also 
are classified as synthetic rubbers. 


ae « a 
NEWEST DEVELOPMENTS in the rubber field include: 


© Super-rated V-belts increase transmitted horsepower 30%, while cut- 
ting sheave width up to 20% with the same number of belts. Increased 
power is a result of a new design, improved rubbers, and stronger reinforc- 
ing materials (plastics such as Dacron). The cross section of the high-rated 
belts is narrower and forms a deeper V. Three belt widths replace the 
previous five standards, cutting inventory requirements. Since the new 
design belts will not run on existing sheaves it will take time for them to 
filter down through industry. First uses are in OEM market and moderniza- 
tion programs. 


@ Several companies now are offering woven carcass conveyor belting in 
which a solid woven body of cording is impregnated and covered with syn- 
thetics and rubber—instead of being built up ply-by-ply. The homogenous 
construction gives better impact strength with good troughing—and at the 
same time it eliminates seepage of moisture between plies that attack struc- 
tural cording. It can be field spliced. 


© Flexible magnetized synthetics, such as B. F. Goodrich’s Koroseal, 
come in continuous lengths in a wide range of shapes—from spaghetti to 
garden hose-size tubing to sheets. The material behaves like an iron magnet 
and can be magnetized in any direction. More than 50% of the refrigerators 
being made today use the material for holding the door shut. 


© King-sized rubber bands—up to 6 ft. long and stretching to 19 ft.— 
are being manufactured by Goodrich. The band fits around the top layer 


of cartons on a pallet and steadies the whole load without crushing the 
cartons. 


@ A rubber railroad crossing pad is offered by Goodyear Tire & Rubber 
Co. as a replacement for wooden or asphalt crossings. Goodyear claims the 
crossings will last 20 years with “nominal” maintenance costs. A recent 
manufacturing improvement enables the company to make crossings for 
tighter curves, previously a limiting factor. 


© Do-it-yourself abrasion-resistant rubber lining covers chutes or patches 
conveyor belts. The user simply peels the protective covering from the 
adhesive-backed sheet and puts rubber in place. It is said to outwear steel 
(of the same thickness) 10 to 1 in abrasive service. The material can be 
applied to metal, concrete, wood, and other surfaces almost as easily as a 
cold patch is attached to an inner-tube. 


@ New method of making hosing soon will be announced by Goodyear. 
Instead of building up the hose layer-by-layer, the company will produce 
a continuous one-piece length of synthetic material which is lapped and 
fused into a one-piece hose. 
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Polyester Tank 


Holds 1,000 Gallons 


Glass-reinforced, 1,000-gal. polyester 
tank has high chemical resistance and may 
be used as a processing unit. It is 10 ft. 
long and has a 50-in. dia. and “%4-in. wall 
section. Total weight is only 300 lb. The 
tank’s translucence permits easy observation 
of the liquid level without the need for 
gages. 

Price: Approx. $1,000. Delivery: im- 
mediate. 

Justin Enterprises, Inc., 3755 Edwards 
Rd., Cincinnati 9, Ohio. (PW, 3/20/61) 


Aluminum Coating 
Protects Against Acids, Alkali 


Aluminum coating (used on vertical sec- 
tion in photo) protects surface against dam- 
age by wet mortar for 30 days. It also 
protects other nonferrous metals and stain- 
less steel from acids, alkali, and outdoor 
exposure. The colorless coating can be 
applied by dip, brush, or spray and dries 
to form a glossy film. 

Price: $2.95/gal. (55-gal. drum). De- 
livery: immediate to 10 days. 

Johnson’s Wax, Service Products Div., 
Racine, Wis. (PW, 3/20/61) 


Always In Stock 


YOU GET IMMEDIATE DELIVERY FROM YOUR LOCAL DISTRIBUTORS OF THESE POPULAR IDEAL PLANT MAINTENANCE PRODUCTS 


Msno8 7, | 6 


Built-in wrench. Unique wings make WING-NUT 
easiest wire connector to screw on heaviest 
branch circuit wires. Splice is visible inside 
tough nylon shell. U.L. listed for 600 volts as 
pressure cable connector, and 105°C. ULL. ap- 
proved for aluminum and solid and/or stranded 
copper wires. 2 sizes of WING-NUT available to 
meet all pigtail splice needs. 


Cut “fishing” time. Highest grade, oil-tempered 
flat spring steel FISH TAPES will not curl. Flexi- 
ble and easy for long, multi-bend conduit runs. 
Steel reel holds tape, is handled with safe, 
sure grip and ends danger of bending, kinking 
or breaking tape. Used with flexible leader, 
solves 90% of fishing problems. %” and %4” 
tapes in 50, 100 and 200 foot coils. 


Vap-Oil-Tite—only completely reusable connec- 
tors for liquid-tight, flexible metallic conduit. 
Perfect seal. Positive ground, covers raw con- 
duit end, fits EF and UA. U.L. approved. 90°, 
45° and straight for %” to 4” sizes. Easy to 
apply: Slip ring nut (1), and split ring (2), on 
conduit. Screw grounding bushing (3) inside 
conduit. Tighten ring nut over connector (4). 


in-place motor maintenance. Service commuta- 
tors, motors without dismantling . . . use Ideal 
commutator resurfacers, brush seaters, flexible 
abrasives. All sizes and styles to fit any job. 
Ideal line also includes everything for com- 
mutator care: precision grinders, mica under- 
cutters and many specialized small tools. See 
your distributor. 


America’s favorite! WIRE-NUT has long-proven 
performance record as lowest-cost method for 
all common branch circuit and fixture wire con- 
nections. Strongest, shake-proof wire joint pos- 
sible. All 5 sizes U.L. listed as 300v fixture; 
large sizes 74B & 76B as 600v pressure cable 
connectors. Use WIRE-NUTS in all types of con- 
duit, cable, non-metallic sheath and open wiring. 


RK 


Easiest way around! Ideal PULLING ELBOWS & 
ADAPTERS make wiring around corners a snap. 
Precision milled of malleable iron for rugged 
strength and perfectly smooth pulling. Precise 
90° fit. Cadmium plated, chromate treated. 
Supplied assembled, complete with rigid domed 
cover, full neoprene gaskets and BIG screws. 
2" to 2” sizes, in three styles. 


Vacuum cleaners and blowers. Blows dry air at 
high velocity but low pressure, so safe for deli- 
cate equipment. Light, balanced hand models 
for heavy, medium or light duty, complete with 
blower nozzle. Available with hand model or 
tank type cleaning attachments. Ideal CLEAN- 
ERS do better job faster, at less cost. Universal 
type motor lubricated for life. 


FREE MAINTENANCE PRODUCT CATALOG. You 
can obtain your own free copy of the complete 
Ideal Maintenance Catalog giving details on 
thousands of items you need for regular and 
special maintenance jobs. For free copy, send 
your name, company name, and address to: 
IDEAL INDUSTRIES, 4297-C PARK AVENUE, 
SYCAMORE, ILLINOIS. Write today! 


Select Set-Screw or Crimp. Only Ideal CRIMP 
has WRAP-CAP that insulates all around and 
even between wires. 600v U.L. approved for 
cadmium plated steel sleeve and vinyl 1-piece 
WRAP-CAP .. . now 2 sizes. 3 sizes of Ideal 
SET-SCREWS. All U.L. listed. Shell and con- 
nector easily removed and re-used. Tough shell 
has long skirt to prevent flash-over. 


Double protection—ideal VOLTAGE TESTER has 
a solenoid, calibrated indicator and a neon test 
lamp .. . each independent of the other. Safest, 
easiest for rugged daily use. Plastic safety yel- 
low case, no-slip prods, prod storage space, 
fits pocket. Tests voltage, frequency, AC or DC, 
continuity, etc. Also model with resistor-fuses 
in prods to prevent arcing. 


Stripmaster £-Z Automatic 1-5 


Strip wires fast and easy. ‘‘One-squeeze"’ 
STRIPMASTER strips both solid and stranded 
wire in 2 seconds. Heavy-duty E-Z AUTOMATIC 
cuts thru toughest insulation and strips wires 
clean without crushing ends. Low cost T-5 
STRIPPER cuts, strips and loops wires. Fits flat 
in pocket. Strips 10 to 18 gauge. Many other 
special Ideal hand stripper models available. 


QDEAL 


THE HELPING HAND 
\ ON EVERY WIRING JOB 


IDEAL INDUSTRIES, INC. 
4297-C Park Avenue 
Sycamore, Illinois 

In Canada: Irving Smith, Ltd., Montreal. 


All the fine maintenance products above 
are manufactured by IDEAL. All are avail- 
able from your local IDEAL DISTRIBUTOR. 
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Proximity Switch 
Reacts to Most Metals 


Proximity switch, with com- 
pletely transistorized control and 
pickup unit, reacts to ferrous and 
nonferrous metals. Metals pass- 
ing within one inch of the pickup 
distort an alternating magnetic 
field, developing a voltage to 
operate a relay in the control 
unit. The pickup does not attract 
metal chips and is not affected 
by dirt, moisture, or oil. 


Price: from $72. Delivery: 
immediate. 


Electronic Signals, Inc., P. O. 
Box 3811, Cleveland 10, Ohio 
(PW, 3/20/61) 
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X-Press Tape 


Use Forging Action 


X-Press taps forge instead of 
cut internal threads in copper, 
brass, zinc, lead, aluminum, die 
castings, and other ductile ma- 
terials. Standard sizes range 
from No. 0-80 through % in. 
in dia., N. C. and N. F. threads, 
in plug and bottoming chamfers. 
The taps work off the same 
machinery as ordinary taps but 
spindle speeds are at least twice 
as fast. 


Price: $2 to $5. Delivery: im- 
mediate. 


DoAll Co., Des Plaines, Ill. 
(PW, 3/20/61) 
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First Aid Swabs 


Have Separate Envelopes 


First aid swabs, containing a germicidal 
iodine complex, are wrapped in individual 


cellophane envelopes in strips of 100, and 
packaged in a dispenser box designed for 
wall mounting. The disposable applicators 
treat minor wounds, cuts, abrasions, burns, 


etc. 


Price: $6.60/box. 


Delivery: immediate. 
Tailby-Nason Co., Inc., 350 Fifth Ave., 
New York 1, N. Y. (PW, 3/20/61) 


Level Control 
Mounts Directly on Container 


Probe-type level control for dry, semi- 
dry, or liquid materials mounts directly on 
container. Presence or absence of material 
is detected by the probe through changes 
in the electrostatic field. Standard probe 
length is 6 in. with longer lengths available. 
Controls are supplied for 110-v. or 220-v. 
power supply. 

Price: $115. Delivery: 1 wk. 

Flo-Tronics, Inc., 712 W. Ontario St., 
Minneapolis, Minn. (PW, 3/20/61) 


Feeder 


Corrects Rate of Flow 


Vibrator feeder maintains a 
continuously accurate feeding 
rate of bulk materials according 
to preset requirements. A weight 
scale automatically compensates 
for variances in the feeding rate 
by adjusting the feeder trough 
to increase or decrease the flow 
of materials as required. Model 
capacities range from 500 Ib. to 
3 tons per hr. 


Price: $775 to $5,750. De- 
livery: 8 to 10 wk. 


Syntron Co., 936 Lexington 
Ave., Homer City, Pa. (PW, 
3/20/61) 


Filter Chamber 


Resists Corrosion 


Chambers of lucite, epoxy, 
PVC, or teflon filter small vol- 
umes of corrosive chemicals as 
well as solvents. The chambers 
are 5 in. high and 2 in. in dia., 
filter from 5 gal./hr. to 7% gal./ 
hr. Tubes are available in cotton, 
dynel, porous stone, and carbon 
for filtering from 150 microns 
down to 1 micron. 


Price: $18.50 (with dynel 
tube). Delivery: immediate. 


Sethco Mfg. Corp., 2284 


Babylon Tpk., Merrick, N. Y. 
(PW, 3/20/61) 
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CGAY LORD containers conform 
right downthe line 


S 


One non-conforming container can jam your packaging 
line, increase production costs. Avoid this. 

Buy Gaylord containers that meet all your specifications, 
well within allowable tolerances. They arrive in 


uniform bundles, too. 


Get the precise facts from your nearby Gaylord Man, today. 


CROWN ZELLERBACH CORPORATION 


GAYLORD CONTAINER DIVISION 
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HEADQUARTERS ST LOUIS 
PLANTS COAST TO COAST 
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Boiler 
Saves Over 20% Floor Space 


Boiler with burner mounted on the side 
saves more than 20% floor space over end- 
fired models of the same capacities. Units 
come in gas, oil, or gas/oil fired models 
with 6-, 12-, 15-, 20-, and 30-hp. ratings. 
Boiler shell is fully insulated with fiber glass 
and covered with a steel jacket. 

Price: $1,350 to $2,520. Delivery: im- 
mediate. 

Eclipse Fuel Engineering Co., Chatta- 
nooga 5, Tenn. (PW, 3/20/61) 


Cut-Off Machine 
Handles Up to 3-In. Forms 


Abrasive cut-off machine cuts up to 3-in. 
forms and 1'2-in. solids in seconds. It uses 
an 11l-in. dia. wheel with a l-in. bore, and 
is equipped with drive pins. A screw-type 
positive clamping device holds work se- 
curely while being cut. The machine weighs 
136 Ib., is 21% in. tall, and can be mounted 
on a stand or workbench. 

Price: $395. Delivery: immediate. 

Beaver Pipe Tools, Inc., Warren, Ohio. 
(PW, 3/20/61) 


Punch Press Feed 
Handles Light Materials 


Air-powered device feeds light 
coiled material to punch presses 
at speeds of up to 250 strokes 
per min. It takes materials up 
to 4 in. wide and .06 in. thick. 
Stroke lengths are adjustable up 
to 4 in., and stock is cushioned 
for the last % in. of travel by a 
built-in air check. Installation 
on a press takes only minutes. 


Price: $485. Delivery: | wk. 


Ses-Matic Press Equipment, 
7631 Wyoming, Dearborn, Mich. 
(PW 3/20/61) 


Socket Wrenches 
Box Holds Sockets in Place 


Tool box for socket sets holds 
each socket in place in contoured 
plastic tray. When the lid is 
closed, units are locked in place. 
Six sets available offer from 11 
to 21 pieces each. They are 
available in “%-in., %-in., and 
Y-in. drives. 


Price: $4.98 to $32.10. De- 
livery: immediate. 


Vichek Tool Co., 3001 E. 


87th St., Cleveland 4, Ohio. 
(PW, 3/20/61) 
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where steel learns” 
new ways to serve you 


Out of A. O. Smith skills in steelworking 
comes equipment to meet tomorrow’s needs 


Purchasing Week 


Squeezing, stretching, coating, wrapping, 
forming, punching and forging — all of 
these are ways in which steel can be made 
to meet special requirements. Here at 
A. O. Smith these techniques have been at 
work for. generations. Steel is clad with 
alloys to withstand extreme corrosion. Steel 
is wrapped in steel to hold almost limitless 
pressures. It is squeezed for higher yield, 
stretched for greater strength and coated 
with glass to rule out rust. And special 


Standards Revised on Tool Steel Stock 


Washington Che tool steel Activities of industry pro- 
stock industry has reduced by|ducers, distributors, and users 
more than 50% the number of} who participated in the effort to 


tool steel sizes accepted as stand- 
ard stock. The Dept. of Com- 
merce will publish the new speci- 


simplify the stock were co- 
ordinated by the Commodity 
Standards Div., Office of Tech- 
fication sometime in May. nical Services, Business and De- 

Surveys made by the Amer-|fense Services Administration, 
ican Ground Flat Stock Assn.|U.S. Dept. of Commerce. 
sparked the proposal to reduce| Simplified Practice Recom- 
the number of previously ac-|mendation R264-61, Oil Hard- 
cepted items, which totaled more|enable Flat Ground Too! Stee! a ee re 
than 700. The new simplification | Stock, containing the new speci- a 

sizes is expected to cut many |fications,wil! be available at cost| FIRST DELIVERY: Humble’s new truck makes its first shipment to M'd- 
service costs as well as inventory|from the Government Printing| !and Steel. The bulk handling of lubricants permits price reductions 
problems. " | Office after publication. ranging from Y2¢/lb. to 14¢/lb., depending on the size of shipment. 


— 


Low-carbon steel is ‘‘clad’’ 
with a special alloy to 

withstand corrosion in a 

unique resistance welding 

machine developed 

by A. O. Smith. 


welding, heat-treating and nondestructive 
testing methods developed by A. O. Smith 
scientists have established new standards 
of quality and dependability. This corpo- 
ration in all of its divisions is today one of 
the world’s largest users and “converters” 
of steel. To help you visualize a few of the 
many ways in which A. O. Smith metal- 
working can serve you, we invite you to 
write for our newest Atomic and Process 
Equipment Division book. 


Through research eS a better way 
AO.Smith 
T I 


> 0. & FO RA O N 


MILWAUKEE 1, WISCONSIN 


A. O. Smith International S. A. 
Milwaukee 1, Wisconsin, U.S.A 


March 20, 1961 Purchasing Week 


Deliveries in Bulk 
Cut Grease Price 


Pittsburgh—Humble Oil & 
Refining Co. now is making bulk 
grease deliveries directly to big 


users at discounts of %2¢/lb. to 
11% /lb. 

Initial shipments have gone to 
Crucible Steel’s Midland, Pa., 


plant, and to Bethlehem Steel at 
Sparrows Point, Md. Both com- 
panies have centralized lubrica- 
tion networks capable of han- 
dling the bulk deliveries. Crucible 
expects an over-all saving of 
more than 40%. 

In addition to savings in lubri- 
cant price and handling costs, 
the bulk delivery and handling 
methods are also contributing to 
cleaner and safer working con- 


ditions, reduced contamination 
of lubricants, and savings in 
storage space. 


Deliveries are made in a truck 
with an insulated body that has 
three separate canister compart- 
ments, each with a_ 10,500-lb, 
capacity. A hydraulic pump, 
powered by a gasoline engine, 
supplies the power for the indi- 
vidual motors and pumps of each 
canister which can be emptied 
of a full load in 26 minutes. 

Humble has announced that 
the new truck will handle de- 
liveries as far west as Chicago. 


Stein, Hall & Co. Markets 
Envelope Adhesive That 
Resists Heat, Humidity 


New York—Stationery sup- 
pliers are marketing an envelope 
with a new adhesive that is 
claimed to prevent curling and 
premature sticking of the flaps. 
The adhesive, called Flash Seal, 
was developed by Stein, Hall & 
Co. 

The envelopes remain flat, due 
to the adhesive’s high resistance 
to heat and humidity, no matter 


LESS SPACE is needed to package 
and store envelopes with “Flash 
Seal’ adhesive which prevents 
curling no matter how long stored. 


how long stored. This permits 
higher production rates from 
envelope-handling machines and 
reduces storage space require- 
ments for quantity users of 
envelopes. 

Operating speeds up to five 
times faster than with standard- 
seal envelopes have been pro- 
duced in imprinting tests, Stein, 
Hall says. Inserting and postage 
meter machines also have been 
able to operate at higher produc- 
tion rates without clogging or 
difficulty in stacking envelopes. 

Stein, Hall estimates that the 
envelopes’ ability to remain flat 
without buckling saves enough 
storage space to amount to 15 or 
16 ft. for 200 boxes. 
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Self-Improvement Is Key to Getting 


ye 2 
k 


GRAND RAPIDS ASSN. Professional Development Committee plans are reviewed by 
Marvin Klange (right), District 4 committee chairman, and Henry Apol, local chairman. 


Rubber hose 
with a “backbone” 


PROBLEM: how to make a gasoline hose strong to resist kinking 
—light weight to handle easily—flexible to turn abrupt corners— 
sinewy to prevent collapsing. 


IDEA! give it a backbone of steel wire... Keystone Galvanized 
MB Spring Wire! This combination of rubber, fabric, imagination 
PLUS Keystone Wire results in a superior gasoline hose for 
Electric Hose & Rubber Co. of Wilmington, Delaware. Imagi- 
native design has helped this firm become the world’s largest 
exclusive manufacturer of hose! To keep their highly automated 
plant operating at maximum capacity, this firm specifies quality 
materials that perform accurately and consistently . .. important 
reasons for specifying Keystone Wire! 

Metallurgists at Keystone are constantly developing wire for 
thousands of wire-made products ranging from hose wire to bolts, 
rivets or coat hangers. Perhaps your product can be made better, 
at lower cost, with quality Keystone Wire. Why not write us—for 
an appraisal of your wire needs? 


Keystone Stee! & Wire Company, Peoria, Illinois 


KEYSTONE 


Cold heading and forming wire for industrial uses 


Ahead, P.A.'s Told | 


Grand Rapids, Mich.—To get ahead, 
you must have the incentive for self- 
improvement, a city purchasing agent 
told members of the Grand Rapids Pur- 
chasing Agents Assn. 

Speaking at the group’s monthly meet- 
ing, Marvin Klange, purchasing agent 
for the City of Detroit, said that NAPA’s 
professional development program can 
furnish only the tools—the rest is up to 
the individual. 

“The only way for purchasing agents 
to gain recognition,” he said, “ is for 
them to earn it.” 

Klange, chairman of the Dist. 4 Profes- 
sional Development Committee, stressed 
that the committee has three major ob- 
jectives: local association activities— 
surveys, workshop sessions, etc.; develop- 
ing incentive for self-improvement; and 
improving relationships with colleges and 
schools. 

Salesmen today, he noted, are better 
educated and yet less effective. Klange 
said this is not because salesmen are 
backsliding but rather because the pur- 
chasing profession is progressing. Klange 
pointed out that in a 1948 study of a 
group it was found 48% of the P.A.’s 
had a bachelor degree and 1% had an 
advanced degree. In 1960, he said, a 
similar. group had 60% with bachelor 
degrees and 5% with advanced degrees. 


Buffalo Management Seminar 

Buffalo, N.Y. — The Purchasing 
Agents Assn. of Buffalo and Millard 
Fillmore College of the University of 
Buffalo are jointly sponsoring an “In- 
tegrated Materials Management” seminar. 

Open to all local P.A.’s, the course 
begins tonight and will run for eight con- 
secutive Mondays. Topics to be covered 
include: materials management, its form 
and concept; techniques of material con- 
trol; control of inventories; traffic and 
transportation; materials handling; fore- 
casting and scheduling; operations re- 
search; and morphology of material 
control. 


VASCO Session in Denver 

Denver—Eight displays of value anal- 
ysis-standardization projects by individ- 
ual members highlighted the annual 
VASCO meeting of the Denver Purchas- 
ing Agents Assn. 

Over 90 members turned out for 
the meeting arranged by Max McComas, 
VASCO chairman. 


Arkansas P.A. Group Hears 
Rosy Appraisal of Prospects 


For Business Boom in State 


Little Rock, Ark.—Seven members of 
the Arkansas Purchasing Agents Assn. 
painted an optimistic picture of the busi- 
ness outlook in the state for their fellow 
P. A.’s at an association meeting. 

Gardner Wilkes, traffic manager of 
the Missouri Pacific Railroad, said 
Arkansas and the Southwest may be the 
next industrial and commercial seat of 
the nation. 

Wilkes told the group that the Mis- 
souri Pacific has made remarkable strides 
in regaining freight handling lost in recent 
years. He said this was accomplished 
primarily through the use of numerous 
installations in major areas of huge elec- 
tronic computers and coordinators, which 
are revolutionizing the industry. One of 
these, he said, is an $8-million installa- 
tion in North Little Rock, expected to be 
in operation this month. 


This Delrin part 
saved 20¢ 


Custom 
molded 


by CMPC 


APPLICATION: Volute and venturi as- 
sembly for Clayton Mark ‘‘Mitey 
Mite” water pump. Brass and cast 
iron assembly replaced by injection 
molded Delrin. 
ADVANTAGES: CMPC-molded part 
eliminates all machining operations .. . 
parts delivered production line ready 
at a per-unit savings of 20c. Smoother 
Delrin surface reduces friction . . . in- 
creases pumping efficiency 5%. 
Specify CMPC .. . custom plastic 
molders for over 40 years. 


j HICAGO MOLDED 
CM. I , By po ene pot snc 


1020-H KOLMAR AVE. CHICAGO 51, ILLINOIS 


.. 2nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 


condition. Only D-C can offer one-carrier 


responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
One-carrier handling... one-carrier 
control...non-stop, straight-through 
service all the way on D-C 
equipment...cuts 20% off 

running time... assures 

you on-time delivery every time! 


Specify the Dependable Carrier... 
D-C... coast-to-coast choice for 


, es Te 
“mile-saver” route ~4 


coast-to-coast service! 


i 
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FPC Set Back in Attempt to Change 
Method of Fixing Natural Gas Prices 


Washington— The Federal 
Power Commission’s first stab at 
developing its new method of 
controlling the prices of natural 
gas producers ended with prac- 
tically no progress evident. 

Representatives of producers, 
gas pipelines, consumers, and the 
commission crowded into a hall 
in Midland, Tex., for three days 
(March 6, 7, and 18) to try to 
lay the groundwork for the 
scheme to regulate producer 
prices by producing areas. 

At the end of the conference, 
the basic divisions remained un- 
resolved, and little was accom- 
plished toward simplifying the 
issues and consolidating the 
presentation to be made in a 
later, formal hearing. 

The Midland conference con- 
cerned prices in the Permian 
Basin area of Texas and New 
Mexico. The Permian Basin 
presents the first test of area pric- 
ing, and the way area pricing 
works out here will largely 
determine the success or failure 
of the method, and how it will 
be applied in other areas. 

When the commission took up 
area pricing, it rejected the tra- 
ditional public utility method of 
regulating producers as imprac- 
tical. 

Despite this, however, power- 
ful consumer interests, notably in 
California, insisted that even 
though traditional cost-of-service 
methods of finding reasonable 
prices have been rejected by the 
commission for individual com- 
panies, they still must be applied 
to each producing area if area 
pricing is to be a legal method of 
regulation. 

The FPC staff started the con- 
ference off by presenting a 
voluminous set of questionnaires 
for the producers. The question- 
naires elicited information that 
could be used in an area cost-of- 
service determination, and the 
many of the producers protested 
that this was just as unwieldy as 


Kaiser Extends Contract 
With Steelworkers Union 


Fontana, Calif.—Kaiser Steel 
Corp. and the United Steelwork- 
ers of America signed an agree- 
ment here to extend their labor 
contract for one year beyond the 
normal expiration date of next 
June 30. 

Present pacts between the 
union and 11 other major steel 
producers in the U.S. also have 
an expiration date of June 30, 
1962. 

The Steelworkers and Kaiser 
signed a separate contract in 
October, 1959, when Kaiser 
broke away form industry-wide 
negotiations and put its Fontana 
works back into production while 
other major steel firms were still 
strike-bound. In January, 1960, 
the Steelworkers Union and the 
other major steel companies 
reached agreement on a contract 
extending to June 30, 1962. 

Under the Kaiser contract ex- 
tension, 8,000 production, main- 
tenance and railroad employees 
at Fontana, the Eagle Mountain 
ore mine and Montebello fabri- 
cating plant will receive 8.5¢ 
hourly wage boosts next Oct. 1, 
when the other steel companies 
must raise wages similarly under 
their contracts. 
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cost-of-service on individual 
company basis. 

Just before the hearing ad- 
journed, however, the FPC staff 
made plain that its questionnaires 
were merely a starting point, and 
staff representatives indicated 
they may not press for full cost- 
of-service determinations. 

The conference begun in Mid- 
land will start again in Wash- 
ington on April 12, when further 
discussion will be held on the 
proper form for a questionnaire. 


an 


Congress Gets Bill to Improve Military Buying 


Washington—Rep. F. Edward 
Hebert (D-La.), chairman of the 
House Armed Services Investi- 
gating Subcommittee, last week 
introduced a bill designed (1) to 
spur more formal advertised 
military procurement and _ less 
negotiated contracting, and (2) 
to put the lid on excessive cost 
estimates and profit allowances 
in incentive-type contracts. 

The bill is essentially the same 
as measures introduced in 1960 
and 1957 by Rep. Carl Vinson 
(D-Ga.), chairman of the House 
Armed Services Committee. In 


both years, the bill was passed by 
the House but pigeon-holed in 
the Senate. 

Major opponent in the past 
has been Sen. Richard Russell 
(D.-Ga.), chairman of the Senate 
Armed Services Committee. 
Congressional sources say Rus- 
sell fears the measure would 
divert military textile orders from 
Southern mills to producers in 
New England by making the 
Pentagon’s program of defense 
contract set-aside for distressed 
areas more definitive. 

The Hebert bill would plug a 


major loophole in the armed 
services procurement law allow- 
ing negotiated contracting. The 
law now sets up the general 
principle that all military pro- 
curement should be awarded 
under formal advertising. But it 
allows so many exceptions that 
the bulk of military buying is 
handled through negotiation. 

The biggest exception is a pro- 
viso allowing negotiated procure- 
ment if “necessary in the public 
interest during a national emer- 
gency declared by Congress or 
the President.” 


SILICONE NEWS from Dow Corning 


Design For Quality 


Assures Trouble-Free Operation, 
SILASTIC Builds Lasting Brand Preference 


Tomorrow’s customers will demand quality. They'll demand trouble-free 
operation. They'll demand lasting durability. You'll have to meet these 
demands to maintain any kind of profit margin. Improvements in the 
design of your products will help. But more important in your quality 
mix is the selection of better, more dependable materials . . 


like Silastic®, the Dow Corning silicone rubber. 


Because Silastic is doing so many difficult jobs well, designers no longer 
challenge Silastic’s immunity to deterioration by 500 F heat, —130 F cold, 
weathering, ozone, corona, and oxidation aging. Today’s designers con- 
centrate on making the most efficient use of the properties of Silastic 
to increase consumer satisfaction with products like frypans, automotive 
transmissions, range doors, tire valves . 
Thanks to Silastic, the rubber that never grows old . . 
. - many of tomorrow’s products will last longer, perform more efficiently, 


cost less to maintain. Will yours? 


. even baby bottle nipples. 
. never gets tired 


. materials 


O-Rings 


Sleeving 


Sponge 


Over 100 Rubber companies manufacture 
these standard parts from Silastic: 


Seals and Gaskets 


Mechanical Rubber Goods 
Coated Fabrics 

Ducting and Hose 
Extrusions 


Electrical Tapes 


Wire and Cable 


For more information about Silastic and 
list of parts suppliers, write Dept. 7515 


Dow Corning CORPORATION 
MIDLAND. MICHIGAN 


ATLANTA BOSTON 
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Government Surplus Sales Spotlight Big Bargains for P.A.'s 


' in a $725 sealed-bid 


BROWSING: Prospective buyer rummages 
through electronic parts at CSSO center. 


m@ a review of 
your company’s 
fire protection 
‘program...now, 
may turn out to 
be one of your 
best decisions 


Write for our latest catalog describing 
Ansul's complete lire of hand portable 
dry chemical, carbon dioxide and water 
extinguishers, wheeled, stationary, mobile 
units and automatic systems. 


Name 


ANSUL CHEMICAL COMPANY 
101 STANTON ST. MARINETTE, WISCONSIN 


i 80-ft. of plastic pipe, ID .625, 
wall thickness .209. Unused, good 
condition. Acquisition cost: $60. A 
plant purchaser bid $10—and came 
away with a bargain. 

Item: Fork lift truck, two drive wheels, 
solid rubber tires, 6-cyl. gasoline engine. 
Capacity: 6,000-lb. Used, repairs re- 
quired. Acquisition cost: $2,840. A 
Western purchasing agent picked this one 
up for $850. 

Item: Arc welder, diesel generator 
type, semi-portable. 1,500 rpm. 40 v. 
d.c., 300 amp., mounted on wheels with 
pneumatic tires. Used, repairs required. 
Acquisition cost: $2,500. A plant handed 
and snagged a 
bargain. 

All three were U.S. Government bar- 


oa gains picked up by alert buyers (mostly 


plant purchasers) under a Defense Dept. 
disposal program which, for the first 
time, has opened Uncle Sam’s multi- 
million-dollar surplus grab to purchas- 
ing agents coast-to-coast. 
Explains a Navy disposal officer, “The 
Dept. of Defense has completely re- 
vamped its huge surplus sales opera- 
tion . . . to make it easier for direct 
users to get in on the government’s 
equipment bargains.” 
Consolidation is the key word in 
Uncle Sam’s big switch in handling sur- 
plus sales. The government is gathering 
the myriad Navy-Army-Air  Force- 
Marine disposal depots under 35 Con- 
solidated Surplus Sales Offices (CSSO) 
in 25 continental sales areas. Each office 
has jurisdiction over all surplus equip- 
ment in its area—regardless of what 
service or military base it comes from. 
Example: Purchasing men who want 
to get in on surplus equipment bargains 
located at any Dept. of Defense installa- 
tion in Minnesota, Wisconsin, eastern 
Iowa or northern Illinois need write to 
but one CSSO sales point: the Consoli- 
dated Surplus Sales Office at the Rock 
Island Arsenal, Rock Island. Ill. The 
same consolidation applies to other areas. 
By July, the Defense Dept. will have 
completed consolidating all Air Force, 
Army, and Navy surplus lists at Kelly 
Air Force Base in Texas. Any piece of 
surplus industrial gear offered anywhere 
in the country will be listed there. The 
address is National Bidders Control 
Center, 2100 N. New Braunfels Ave., 
San Antonio. 


Plastic heat 
deflector 


APPLICATION: 26-inch compression 
molded heat deflector for General Elec- 
tric Mark 27 built-in range. Diverts 
oven heat from control panel—helps to 
insure longer, trouble-free life. 
ADVANTAGES: The CMPC-molded phe- 
nolic part has a top continuous use 
temperature rating of 400 degrees r— 
comparable to many metals. In addi- 
tion, because its satin-smooth finish is 
built-in, it requires no additional expen- 
sive machining. 
Specify CMPC . . . custom plastic 
molders for over 40 years. 
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Though disposal officers strongly ad- 
vise prospective plant equipment buyers 
to visit their regional CSSO office and in- 
spect for-sale surplus before bidding, you 
can in fact submit a sealed bid by mail 
order, equipment sight-unseen. Better 
bet: Engage an appraiser to inspect the 
equipment, report its condition and ad- 
vise you what to bid—via mail order. 

What’s available? Government sur- 
pluses run the gamut from chemicals (de- 
tergents to floor cleansers), food service 
gear (from steam kettles to dishwashers) 
through such heavy industrial items as 
fork lifts, winches, and arc welders. You 
name it, and Uncle Sam probably has it 
for sale. 

Moreover, under the new CSSO set-up, 
disposal sales will run _ continuously 
throughout the year as the government 
tries to unburden itself of equipment no 
longer needed or declared “disposable.” 

“Some industrial items are like new— 
in fact, have never been used,” says a 
disposal officer in California, “and some 
of it needs extensive repair.” 

Was—or is—the government giving 
away gear, squandering taxpayers’ dol- 
lars? Actually, it may be saving money, 
by disposing of equipment whose repair 
costs aren’t, by government standards, 
economically justified. 

Explains a disposal officer, “Generally, 
when repairs are estimated to exceed 
65% of the acquisition cost, the 
equipment is tagged for high-bid dis- 
posal.” 

Does this mean that an industrial item 
consigned to a regional CSSO is “junk”? 
Not at all. Experts admit—and most 


government estimators concur—that 
Uncle Sam’s cost of repair far exceeds 
that of your own shop. 

“What a plant’s maintenance depart- 
ment can put back into working shape 
for $100, we’d have to contract out for 
maybe $300,” explains a disposal officer. 

This 3-to-1 ratio explains why an in- 
dustrial fork lift, 6,000-Ib. capacity and 
rated “used, poor condition” by Uncle 
Sam who paid $2,840 for it originally, 
went to a Western plant for $850. Even 
investing another $300 for repairs, the 
purchasing department figured it got a 
bargain. And it had. 

How do you and your company get in 
on bargains? 

You begin by writing one or more 
of the regional CSSO offices (address can 
be obtained from the National Bidders 
Control Center, mentioned previously). 
A postcard will do. Tell them you're 
interested in disposable industrial equip- 
ment. By return mail you'll receive a 
“Disposal Bidders List.” On it are listed 
20 categories of disposable gear. 

Examples: Machinery: Woodworking 
and metalworking equipment. Materials 
handling equipment. Maintenance and 
repair shop equipment. Prefabricated 
structures, and scaffolding lumber, mill- 
work, plywood and veneer. Construction 
and building materials. 

You simply check one or more of the 
disposal categories, thus putting your 
name on the “surplus available” list. 
Next time a sealed-bid sale is scheduled, 
you'll receive a comprehensive listing of 
every item. This is an “invitation to bid,” 
and it may run to 50 or more pages list- 


| Answers to Strategy Games on Page 29 | 


Answer to Problem |: Merger Game 


Citron should stick to the $30-million price for Mother’s, and International 
should play it cagey at $30-million. Here’s how the matrix looks: 


-nter nationa! 


Inter notional 


Raises to Holds at 
#35 million %30 million 


Mother's 
Aécepts 
#39 million 


#5.0 


O 


Inothers 
Goes for 
940 million 


47.5 


fe 


235 


97.5 


O* 


The gains and losses from speculation are too high to risk, so its best to play 
a conservative game and pay $30-million for the company. Thus the value of 


the game is zero. 


Answer to Problem Il: Proxy Fight Game 


Amicus works out his table of expected value payoffs this way: 


Amicus bucks union, Larson loses prox 


fight 
Amicus bucks union, Larson doesn’t fight 


Value to Amicus 


(3/4) X ($10) 


Amicus gives in to union, Larson stages fight 
Amicus gives in to union, Larson doesn’t fight 


x 
(3/5) X ($10) 
x 


(1/4) ($10) 
(1/2) X ($10) 


Now Amicus puts these values into a matrix, like this: 


Larson 
starts 


Karson 
Doesn't Start 
Battle 


Prong Battle 
49.5 


% 3 


Yoo 


#25 


# 


5:0 42.5, 


$7.5 


46.0% 


The safest strategy for both parties is for Amicus to fight the union’s wage 
demands, and for the Larson group to wait until a more favorable time to stage 


a proxy fight. 
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ing hundreds of items, each care- 
fully described, along with or- 
iginal costs. You'll have any- 
where from 3 weeks to 30 days 
to pick your items, personally 
inspect them if convenient, and 
submit your bid (along with a 
certified check or money order 
covering upwards of 20% of 
your bid price). 

In submitting a bid, you enter 
into a contract, agreeing to pay 
the remainder of the bid price 
if you’re high bidder and are 
awarded the equipment. If you 
win, you'll have 14 to 30 days 
to pick up your bargain. Most 
CSSO’s, however, will load your 
gear on a rail car or truck if 
that’s how you choose to pick 
up what you've bought. 

Ernest W. Jack, deputy in 
charge of the CSSO office which 
handles most government sur- 
plus in Southern California, 
warns, however, that the “in- 
vitation to bid” really is a con- 
tract. Read it carefully, he ad- 
vises, then make a bid based not 
on what you think the other fel- 
low may bid, but on what the 
item or items are worth to you 
and to your plant. 

A piece of equipment may 
have cost the government $3,500, 
may have a “market value” of 
$1,500, but may actually be 
worth $2,000 for your purposes, 
Jack says. So bid $2,000. 

Or, maybe the item, though 
“worth” $2,000, isn’t that valu- 
able to you. Maybe it’s an item 
management would never buy 
new and would balk at buying 
even at its so-called market 
value. Still, you figure if you 
could get it for $1,000, it would 
be company money well in- 
vested. If so, bid $1,000—and 
you may be surprised, may find 
yourself high bidder, and the 
item’s buyer. 

Disposal officers contend— 
and rightly so—that they don’t 
and never have “competed” with 
private industry. And certainly 
not with new equipment manu- 
facturers or dealers. 

“Sure, we have bargains, says 
a disposal officer, “but not the 
kind of ‘bargains’ the buyer of 
new equipment wants. Mostly 
we cater to what you might call 
the ‘marginal’ buyer—direct 
users who, if they couldn’t buy 
it surplus, wouldn’t buy it at all; 
the plant that could use an extra 
fork lift but wouldn’t consider 
buying a spanking new one; the 
company that might buy a sur- 
plus industrial engine, but simply 
isn’t in the mood to invest in a 
factory-fresh one.” 

Despite the fact that your bid 
may be highest, however, CSSO 
doesn’t have to accept your bid. 

“We can refuse any bids 
which we consider too low,” says 
CSSO deputy Jack. “But we'll 


Wheeling Steel Develops 
New Packaging for Nails 


Wheeling, W. Va. — Wheel- 
ing Steel Corp. has begun 
packaging its LaBelle cut nails in 
50-lb. cartons instead of wooden 
kegs. New packaging equipment 
enabled Wheeling to make the 
changeover. 

Wheeling plans to put a vigor- 
ous sales promotion behind its new 
method of packaging cut nails, 
which are used in the construc- 
tion industry. With four sides and 
four square edges along its tap- 
ered shank, the nail cuts its way 
into hard wood without splitting. 
The nails come in regular, spe- 
cial, hardened and galvanized 
form. 
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consider any ‘serious bid’ based 
on an item’s worth to the bid- 
der.” 

Relatively few bids are re- 
jected outright and still fewer 
items are withdrawn on the basis 
of too low a bid. 

In one recent CSSO sale, at 
which some 250 high acquisi- 
tion-cost industrial items were 
offered, only 10 were withdrawn. 
And four of these were extremely 
high cost items (acquisition price: 
about $20,000) which CSSO ex- 
perts believed way under bid. 

Even so, total sale returns 
were less than 10% of original 
costs. And some items went for 
as little as 3.88% of acquisition 
price. 
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Rome Cable Division supplies 


ALUMINUM WIRE AND CABLE 


COPPER WIRE AND CABLE 


ALUMINUM BUS CONDUCTOR 


ALUMINUM CONDUIT 


BARGAINS: This pow 


J 


AND MORE BARGAINS: Sealed bid by canny 
these industrial vacuums for 11% of original cost. 


ered metal saw was listed as 
in ‘poor condition’ but was well worth 25% of cost. 


Do all your suppliers 
work week ends for you? 


(oe 


P.A. won 


A lot of suppliers talk about delivery and service. Here’s just one example of what 


we do. 


When a P.A. reported to our Seattle representative that his firm* had an equip- 
ment failure, it was five o’clock on a Friday afternoon, 500 feet of 5-KV cable were 


needed—fast ! 


It was eight o’clock in the East, of course, but our Seattle rep called the home 
office anyway. He talked to the Sales Service Manager, who tracked down the 
Traffic Manager at his Friday-night bowling game. They both went to work, and by 
11:00 that night the order was assembled from Rome’s stock. It was shipped by 
plane and by 7:30 Monday morning was in Seattle and on the job. 

Unusual? Maybe. But it’s typical of what you can expect in the way of service 
when you meet your wire and cable requirements through any of Rome’s 500 dis- 


tributors. 


For information about our broad 
line of products, write for Bulletin 
RCP-200, “Guide to Representative 
Wire, Cable and Conduit.” Address 
inquiries to Rome Cable Division of 
Alcoa, Dept. 13-31, Rome, New York. 
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*Name furnished on request 


ALCOA 


ROME CABLE 
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P/W REPORTS ON RESALE PRICES 


Pickup Noted in Used Equipment Sales 


First signs of a pickup in used 
equipment sales are reported 
from the West Coast, where de- 
mand for milling machines has 
increased considerably in recent 
weeks. The Machinery Dealers 
National Assn. also reports in- 


creases, with latest sales running 
42% above a year ago. 

Sales prices in general have 
improved—mainly because of 
better demand and the fact that 
customers are upgrading their 
purchases. 


Latest Auction Prices 


JANUARY 17 


Auction held at Jaman Olmen Construction Co., Houston, Texas. 
Auctioneer: Max Rouse & Sons, Los Angeles. 

(1957) Chicago 510-D all-steel press brake. $11,000. 

(1947) Chicago 510-D all-steel press brake. $10,000. 

Columbia 10-ft. Y4 inch power squaring shear. $10,250. 

(1957) Buffalo No. Y2 Iron Worker. $4,500. 

(1954) Buffalo No. 0 Iron Worker. $2,300. 


dependable shock-strength 


stands severest service 


Hammer-compacted toughness makes Ritco Forgings your 
logical choice when parts must be dependably strong. Ritco’s 
long experience in controlling grain flow assures the metal- 
lurgical structure having greatest fatigue strength — provides 
extra strength and impact resistance at points of greatest 
shock and stress. And Ritco’s smooth “Bright Finish” and 
close-tolerance accuracy save real money in machining and 
assembly time. We will be pleased to quote to your 


specifications. 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 


158 WEST RIVER STREET 


* PROVIDENCE 1, R. I. 


+ Need Special Machine Work—or Special Fasteners 


and Upsets? Our machining facilities are at your 
service. Let us know your requirements! 


(1958) Cutron 11 x 24 in. metal cutting saw. 
Kalamazoo metal-cutting bandsaw. $285. 
Wells 8 x 16 metal-cutting bandsaw. $250. 
Lown 5 ft.-V4-inch power roll. $1,100. 
Lincoln Ideal 300-amp arc welder. $325. 
(1958) Aircomatic wire-feed welder, heliarc attachment. 
Mercury abrasive 10-hp cutoff saw. $550. 


JANUARY 26 


$500. 


$900. 


Auction held at Phillips Aviation Co., Pasadena, Calif. Auctioneer: 


Milton J. Wershow, Los Angeles. 

(1946) No. 3 Cincinnati vertical miller. $4,700. 
(1945) Axelson 14-in. swing lathe. $4,250. 
(1946) Carleton 4-ft radial drill. $3,750. 
(1950) Index milling machine. $1,250. 


(1957 conversion) Planer converted to 3-D duplicating machine. 


$4,500. 
(1944) Kearney & Trecker No. 2 horizontal miller. $2,500. 


FEBRUARY 14 


Auction held at Canfield Tool & Die Co., Warren, Mich. Auctioneer: 


Max Rouse & Sons, Los Angeles. 

Federal jeweled inspection dial gage. $100. 
Swedish inspection bench gage indicator. $140. 
Clark hardness tester. $280. 


PortoMag magnetic drillpress, with Milwaukee hole shooter. $260. 


Midland No. 5 universal turret lathe. $1,200. 
(1953) Monarch 60 gearhead engine lathe, 
$11,575. 

Leland-Gifford 21MS 20-in. single-spindle drill press. $1,000. 
Kent Owens 1M horizontal miller. $350. 

(1947) Monarch Magnamatic engine lathe. $2,500. 
Barber-Colman Type 12 year hobber. $700. 

Clark 1-ton forklift Model CE. $1,500. 


taper 


Hobart 1000-amp submerged arc welder, with generator. $1,200. 


Baker 10-in. heavy-duty drillpress, protection table. $2,000. 
American 4-ft-arm, 11-in.-column radial drill. $5,500. 

Cincinnati No. 2 universal tool and cutter grinder. $3,000. 

Reid 2C horizontal surface grinder. $825. 

(1952) Kearney & Trecker 3CK plain horizontal miller. $10,000. 
(1954) Kearney & Trecker 3CK plain horizontal miller. $10,100. 
(1952) Kearney & Trecker 3CK plain vertical miller. 

$9,100. 

Gould & Eberhardt 20-in. industrial shaper. $2,850. 


attachment. 


Contract rates c 
SPACE UNITS: 1-6 is 


T N DIVISION 
New York 36, N. Y 


The BOARDMASTER Visual Con- 

trol gives you Graphic Picture of 
your operations at a glance. You 
see in seconds how to save time 
and money. 
Over 500,000 organization: are 
using this simple, flexible toul to 
get things done. Ideal for sales, 
inventory, production, traffic, etc. 
Type or write on cards, snaps in 
grooves. Made of metal. 


Full price $49.50 with cards 
24-page Illustrated 
FREE 
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. SSS BOOKLET No. CD-30 
~~ “=<5 Without Obligation 


Write Today for Your Copy 


GRAPHIC SYSTEMS, Box 267, Yanceyville, North Carolina 


(NEW YORK OFFICE: 55 West 42nd Street, Wisconsin 7-8444) 
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VULCANIZED FIBRE é 
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Fishpaper 
SHEETS — RODS — TUBES 


Fastest Service In the USA 
FIBRE & BAKELITE WASHERS 


(Send for Comprehensive Price List) 


PENN FIBRE & SPECIALTY CO., 
2020 E. Pon POE Phila 34, Pa. 
Phone REgent 9-4862 or 9-5642 


WILLIAM K. DAVIS, VP 


PURCHASING WEEK 
POST OFFICE BOX 12 
NEW YORK 36, NEW YORK 


Purchasing Week 


Coming Auctions 
And Sales 
MARCH 21 


Fernwood Industries, Macomb, Miss. 
Woodworking equipment. 

WRITE, WIRE, PHONE: Samuel L. 
Winternitz & Co., First National 
Bank Bidg., Chicago. 


MARCH 21-22 


American Engineering Co., Phila- 
delphia. 

60 millers, 70 lathes, 10 boring 
mills, other machine tools—$2 mil- 
lion evaluation. 

WRITE, WIRE, PHONE: David 
Weisz, 840 San Julian, or Milton J. 
Wershow, 7213 Melrose, Los 
Angeles. 


MARCH 22 


Colonial Manufacturing Co., Spring- 
field, Mass. 

LATE-MODEL MACHINE TOOLS 
1951-59): surface grinders, lathes 
of all kinds, jig borers, radial drills, 
saws, presses, 10 Bridgeport vertical 
millers. LEASING OR FINANCING 
AVAILABLE ON SPOT. 

WRITE, WIRE, PHONE: Machinery 
Auctioneering Corp., P. O. Box 
1960, New Haven, Conn. SPruce 
6-6068. 


MARCH 23 


Western Commerce Corp., Diesel 
Division, Los Angeles. 

Marine and industrial engines and 
parts. 

WRITE, WIRE, PHONE: Max Rouse 
& Sons, 361 S. Robertson, Beverly 
Hills, Calif. 


MARCH 25 


Hagerty Manufacturing Co., South 
El Monte, Calif. 

Automotive tools and machinery. 
New inventory. Patent rights. 
WRITE, WIRE, PHONE: Max Rouse 
& Sons, 361 S. Robertson, Beverly 
Hills, Calif. 


MARCH 28 


Cleveland Tooling Co., Cleveland. 
Machine tools and metalworking 
equipment. 

WRITE, WIRE, PHONE: Industrial 
Plants Corp., 319 S. LaSalle, 
Chicago. 


APRIL 12 


H. C. Little Burner Co., San Rafael, 
Calif. 

Complete machine shop and steel 
fabricating equipment—evaluation 
$360,000. Also $500,000 inventory 
of finished hot water and forced 
air heaters. 

WRITE, WIRE, PHONE: Max Rouse 
& Sons, 319 S. Robertson, Beverly 
Hills, Calif, 


New Pipeline Planned 


Denver Colorado Springs 
Corp., a newly organized com- 
pany, has asked the Colorado 
Public Utilities Commission for 
permission to build a $22-million 
pipeline that would bring natural 
gas to some areas of the state for 
the first time. 

The proposed 20-in. line would 
distribute natural gas from the 
Ignacio-Blanco fields in the 
southern part of the state to in- 
dustrial users in Pueblo and 
Colorado Springs. 
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Faster Air Deliveries Set Across Southern U.S. 


Washington — Shippers stand 
to gain speedier deliveries in the 
southern tier of the U.S. plus 
lowered North Atlantic rates, as 
a result of two developments last 
week: 

@ National and Delta Airlines 
were awarded the first coast-to- 
coast passenger and cargo routes 
from Georgia and Florida across 
the South to California. The 
CAB also approved several re- 
gional routes in the same area. 

@Agreement on a_ lowered 
North Atlantic cargo rate, based 
on “weight breaks,” was reached 


by the three U.S. carriers flying 
that route. 

The southern transcontinental 
and regional route awards will be 
effective June 1. They will speed 
transcontinental cargo flown on 
passenger planes by eliminating 
equipment interchange now re- 
quired on coast-to-coast move- 
ments of both passenger and 
freight in that area. 

National said it planned to in- 
augurate all-cargo flights on its 
transcontinental run. Delta said 
it will provide “whatever quan- 
tity and quality” of service that 


Railroads Launch 


Major Campaign 


For User Charges on Competitors 


Washington—Railroads began 
rolling last week with a major 
legislative campaign calling for 
user charges on trucks, barge, 
and air line carriers. 

In its formal statement to 
Congress, which it called a 
“Magna Carta for Transporta- 
tion,” the American Assn. of 
Railroads blamed much of the 
industry’s troubles on govern- 
ment policies which it claimed 
discriminate in favor of com- 
petitors. “Railroads,” said AAR 
President Daniel P. Loomis, 
“are tired of being the punch- 
ing bag for destructive govern- 
ment policies.” 

The AAR 
legislative goals: 

@ Establishment of a national 
user charge commission to fix 
and collect charges from truck- 
ers, barge lines and airlines for 
the use of highways, waterways, 
and airways paid for in whole or 
in part by public funds. The 
railroads say the $162-billion in 
federal, state, and local funds 
spent on these facilities repre- 
sents a massive subsidy to their 
competitors. 

®@ Outlawing 


outlined these 


over-assessment 


Pentagon Relaxes Rules 
On Cost-Plus Contracts 


Washington — The Defense 
Dept. last week liberalized the 
rules dealing with payments on 
cost-plus fixed fee type procure- 
ment contracts. The new policy 


provides for full payment to 
contractors as costs are incurred. 
Since 1957, the policy has been 
to withhold 20% of the costs 
until final delivery of the end- 
item. 

The Pentagon plans to reim- 
burse contractors for current de- 
ferred costs on outstanding 
projects when and if the pro- 
ducers are willing to renegotiate 
fees. Officials estimate that some 
$175-million worth of deferred 
payments could be released. 

The withholding policy has 
been under fire from industry and 
Congress for some time. Con- 
tractors have complained of 
the need to borrow funds to 
carry them through production. 
There’s been a question whether 
they should then be reimbursed 
for interest costs. 

The withholding rule was 
ordered during the Pentagon’s 
economy drive in 1957. The 
idea was to encourage contrac- 
tors to invest capital in inven- 
tories, thus—the theory went— 
providing “an incentive for them 
to strive for production econ- 
omies.” 
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of rail carriers by state and local 
tax collectors as an undue burden 
on interstate commerce. 


@ Repeal of the 10% federal 
excise tax on passenger travel 
to alleviate passenger losses now 
totaling $500-million annually. 


@Permission to shorten the 
maximum useful life of de- 
preciable rail property for tax 
purposes from the present aver- 
age of 40 years to 15 years for 
rolling stock and 20 years for 
other property. 


@Repeal of the exemption 
from regulation given trucks 
hauling farm goods and barge 
lines hauling commodities in 
bulk, or extension of the ex- 
emptions to railroads. 


@Give railroads the privilege 
enjoyed by their competitors to 
buy and operate other forms of 
transportation. 

The AAR also called for a 
more flexible rate policy that 
would allow carriers to put into 
effect competitive rates “where- 
ever and whenever these rates 
promise, through added traffic, 
to decrease units costs and in- 
crease net revenues.” 

On this stand, the AAR 
bumped heads with a current 
drive by truckers and water 
carriers to rewrite the rate-mak- 
ing rule which provides that 
“rates of a carrier shall not be 
held up to a particular level to 
protect the traffic of another 
mode of transportation.” 

Critics complain the ICC has 
misinterpreted the rule to the 
rails’ advantage by regarding 
rates as compensatory and there- 
fore reasonable when they equal 
or exceed out-of-pocket costs, 
which are lower for rails than 
other forms of transportation. 

Other developments point to 
a pitched battle between rail, 
truck and barge lines touched off 
by government transportation 
policies: 


@Sen. Stuart Symington (D- 
Mo.) demanded in a _ Senate 
speech an “investigation and 
action” by Congress into failure 
of the railroads and water car- 
riers to establish reasonable 
joint rates and through routes. 


@The Senate Surface Trans- 
portation Subcommittee an- 
nounced it will hold a hearing 
April 10 in Cheyenne, Wyo., 
into piggybacking. The inquiry 
stems from complaints by the 
trucking industry and by the 
Teamsters Union that railroad 
piggybacking practices are caus- 
ing truckers severe economic 
hardships. 


experience on the new route will 
dictate. 

The board’s regional route 
awards, assuring more frequent 
flights and improved routing in 
the Southwest and Southeast, 
were: 

© Delta was authorized to serve 
Orlando and Jacksonville, Fla. 
from Atlanta. 

®@ Eastern: Dallas from Miami 
via Tampa and New Orleans. 

@ Continental: Los Angeles 
from Houston via San Antonio, 
El Paso, Tucson, and Phoenix. 

®@ American: San Francisco and 
Los Angeles from Houston via a 
number of intermediate points. 

The CAB moved rapidly in 
granting the three U.S. carriers 
flying the North Atlantic—Pan 
American, TWA, and Seaboard 
& Western—the go-ahead to 
work out a common rate on that 
route. 

The board wanted to avert an 
“open rate” from developing on 
April 10, the date when current 
agreements end. The _ Interna- 
tional Air Transport Assn. had 
said members could start setting 
their own rates on that date. 

The agreement reached last 
week replaces specific commodity 
rates with a general “weight 
break” system providing reduc- 
tions in tariffs based on pound- 
age. 


Dow Chemical Gets Set 
To Enter Packaging Field 


(Continued from page 1) 
tion between the material sup- 
plier and container user. 

Equipment for producing the 
polystyrene containers now is 
being installed in Dow’s Findlay, 
Ohio, plant. The company will 
use processes which it has de- 
veloped as well as other process 
and equipment developments 
licensed by Conex Div. of Illinois 
Tool Works, Chicago. 

For producing the polythylene 
containers, Dow will use blow 
molding equipment made by 
Hoover Ball and Bearing Co., 
Ann Arbor, Mich. In addition, 
Dow has contracted with a 
Hoover subsidiary, Plas-Tainer, 
Inc., for the manufacture of cer- 
tain blow molded items. Dow 
said the polethylene equipment 
also probably will be installed at 
the Findlay plant. 


Item & Company 


INCREASES 


Sodium stannate, lb 
Tin crystals, anhyd. lb 


Sulfanilamide, Nf, 1,000-lb. lots, Ib 
Isophthalic acid—95 Amoco Chem., treklds., Ib 


REDUCTIONS 


West of Denver, lb 


Gasoline, Esso, the Carolinas, dlr. tnkwgn., gal 


Purchasing Week 


Gasoline, N.E. areas, dir. tnkwgns., gal 
Cyclohexanol, Allied Chem., April 1, trcklds., Ib 
Ethyl! silicate, 40 & condensed, Union Carbide, April 1, 
SR TS Soy ob 6 k¥ bb kebeoR 
Tetraethyl orthosilicate, April 1, carlots, lb 
Menthol, natural, Brazilian, lb 
PeeMmee. Tis issecsccces' 
Tires, highway truck & passenger, U. S. Rubber, April 1 
Dicyclohexyl phthalate, April 1, carlots, lb 
Tin salts, potassium Stannate, lb 


Rosin sizes, Hercules Powder, lb 
Tetrahydro-furfuryl aleohol, Quaker Oats, east of 
Rc. so ocho cc chbured Owdeest eeeeeeeteeeles 


This Week’s— 


Purchasing 
Perspective 


(Continued from page 1) 

profits are down, the blame in most cases is thrown on rising costs 
(labor and material), general business inventory reductions, and 
slipping prices. 

In the look-ahead portions, concern generally is voiced about 
a continuation of the same pressures, and the need for higher 
prices is a favorite, while frequently wistful, notation. But it’s 
encouraging to note that while most reports forsee an extended 
period of tough competition with industry rivals, expectations for 
1961 are generally hopeful and frequently optimistic. 

2 


The steel industy’s basic preoccupation with pricing and rival 
material competition was underscored in several steel producer 
stockholder statements mailed last week. At the same time, 
producers—particularly U.S. Steel and Wheeling Steel—laid 
strong emphasis on their research and efforts to meet specific 
customers’ needs that are paying off in stronger, lighter, and more 
moderately priced metals. 

In the nonferrous field, Aluminum Co. of America—likewise 
indicating concern over last year’s depressed price levels—said 
it also is going after new customers aggressively and with the 
feeling that inventories are at rockbottom and thus have nowhere 
else to head except up. 


MARCH 20-26 


Here’s how some of the steel companies regard the future: 

Crucible—Believes the steel industry “may have seen the 
end of the pattern of leapfrogging steel wages and prices.” 

Armco—Can’t disassociate wages and prices, but President 
Logan T. Johnston told a steel marketing conference in Cleve- 
land there nevertheless “seems . . . no reasonable justification 
for increases in wages and social benefits just because months 
and years click off the calendar.” 

Wheeling—Taking aggressive steps to improve its marketing 
position to beat “intense competition from imports, aluminum, 
copper, glass, plastics, wood, and other materials.” The key 
to this is expanded searches for “new products, improved quality, 
and more efficient processing methods.” 

U.S. Steel—Asserts that steel production figures are decep- 
tive as to the health of the industry because in some instances 
one ton of steel today now does the same work as two tons in 
previous years. Admitting it is “under the goad of competition,” 
U.S. Steel said its stepped up research and “selling in depth” 
programs are getting results—both in terms of new products and 
new customers. Its new thin tinplate “ferrolite,” which can pro- 
duce 1,400 six-ounce citrus juice cans compared to 1,000 con- 
ventional tinplate cans from equal amounts of the metal is being 
improved to the point where cans using approximately one-half 
the steel in conventional cans can be made. 

In a wary comment on prices, U.S. Steel said: “Any adjust- 
ment of prices can only be made in the light of all known com- 
mercial and economic conditions including, among others, com- 
petition with other steel producers at home and abroad, competi- 


tion with other materials, and the economic climate and business 
outlook.” 


Amount 


.005-.01 price restoration 

02 

05 
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metal firmness 
metal firmness 
metal firmness 
cost squeeze 


slow demand 
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good supply 


competition 


Rising Internal Costs Hit P.A.s From Behind 


(Continued from page |) 
spring’s National Office Man- 
agement Assn. (NOMA) survey, 
which is the latest study, indi- 
cated a slowing down of salary 
increases for this group to about 
4%. A NOMA spokesman said 
last week that the association 
expects this year’s clerical pay 
rate to continue up at about the 
same rate. 

@ Telephone. Your telephone 
bill will be about the same as 
far as rates, provided you do 
not make any changes in your 
present kind of service. The 
situation varies from place to 
place, but there are no general 
rate cases pending. And there 
may be a chance that your bill 
will dip as calling areas expand 
to include nearby localities, thus 
removing some of the calls from 
the long distance category. 

© Travel. Uncle Sam is going 
to take a close look at your firm’s 


travel expense write-offs this 
year to make sure that all busi- 
ness trips are itemized. It means 
that travel vouchers will take 
more time to fill out, and credit 
card trips will have to be broken 
down to specific expenses. Also, 
increased rates in all forms of 
transportation will jack up the 
travel budget for your depart- 
ment. 

@ Interest rates. The trend is 
definitely toward easier money. 
Although the prime rate has not 
broken, there is an easier money 
market especially in the last two 
months (although this may be 
seasonal). The net average rate 
on loans has declined and ob- 
servers expect the trend to con- 
tinue. 

@insurance. Here, too, the 
rate picture looks better. Em- 
phasis on fire protection meas- 
ures and increased use of de- 


ductible policies generally have 


New Technique of Casting Reduces 
The Cost of Fabricating Titanium 


(Continued from page 1) 

pel Casting, and believes that as 
many as 100 runs will soon be 
possible. Present equipment lim- 
its production shapes to dimen- 
sional limits of 5-in. x 10-in. x 
ei’ with maximum weights of 
12 Ib. 


TITANIUM MAZE: Pump impeller 
(above) was first product made 
by new titanium casting method. 


tanium’s exoticism and costli- 
ness. In fact, recent years have 
seen price reductions in mill- 
shapes, or partly fabricated bar, 
sheet, and illet titanium. 
TMCA’s own “weighted price 


Leasing Company Set Up 
For Electronic Equipment 


San Diego, Calif. — A new 
company formed here last week 
leases all types of electronic 
equipment—from relatively cheap 
oscilloscopes to complex, expen- 
sive computers. 

The firm, Technical Leasing 

Co., will be geared to fill the 
needs of missile and aircraft 
manufacturers, government agen- 
cies, airline companies, chemi- 
cal and petroleum processors, 
electronics manufacturers, and 
instrument makers. 
_ The company will concentrate 
its sales efforts in California and 
Arizona where more than 20% 
of the nation’s electronics indus- 
try is located, said Donald M. 
Slote, founder of the firm. Im- 
mediate plans call for setting up 
branch offices in Los Angeles and 
Phoenix, he said. 
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index” for titanium mill-shapes 
is now down to $6.97 per lb. 
from $15.25 in April, 1954. 

The company claims that ti- 
tanium fabricating costs are now 
nearly equal to those for stain- 
less steel, and that titanium “goes 
about twice as far as steel in 
terms of the volume of usable 
metal per pound.” 

Industry observers are optimis- 
tic about the metal’s growth po- 
tential. Shipments of mill shapes 
were up about 56% in 1960 over 
1959, and—with lower prices 
looming as a result of new fabri- 
cation techniques—they probably 
will go even higher this year. 

Titanium producers say that 
P.A.’s shopping around for bar- 
gains would do well not to over- 
look titanium’s many advantages. 
They may be surprised to find, 
for instance, that the metal’s in- 
itial price diminishes in impor- 
tance when weighed with other 
factors, such as fabrication costs, 
weight, strength, and anticorro- 
sion properties. 

For example, TMCA has re- 
corded yield strengths of cast ti- 
tanium and products up to 100,- 
000 psi. and titanium is impervi- 
ous to corrosion in these environ- 
ments: wet chlorine; nitric acid; 
polluted seawater; urea; and in- 
hibited sulphuric acid. 

Accordingly, the chemical in- 
dustry is making increased use 
of titanium in _heat-transfer, 
tankage, and ancillary pumping 
and handling equipment. One 
TMCA cost-study showed that, 
in a typical wet chlorine heat- 
exchanger application, titanium 
equipment paid for itself in 1.7 
years; rival glass equipment, in 
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TMCA is planning a “new, 
more mature marketing ap- 
proach,” to bring these facts be- 
fore the public. The metal is 
being used increasingly in jet 
engines, airframes, and missiles. 
About 17% of North Ameri- 
can’s X-15 rocket’s fly-away 
weight is titanium. 

MCA hopes that widespread 
recognition will result from ti- 
tanium’s performance with cor- 
rosive chemicals. Because titan- 
ium is inert in seawater and in 
marine atmospheres, TMCA also 
expects increased demand for it 


in maritime applications. 


set the rates on a downward 
trend. 

@ Taxes. “Everything is going 
up,” says P/W tax consultant 
Sidney Prerau. States and mu- 
nicipalities, limited in source of 
revenue, will continue to raise 
the ante on real estate and sales 
taxes to boost sagging coffers, he 
reports. 

®@ Obsolescence. The new 
product rush has put this cate- 
gory on the increase. 

® Depreciation. The rate has 
been climbing gradually for the 
last four years. In manufactur- 
ing and mining for example the 
1960 depreciation writeoff was 
$11-billion as compared with 
$10.5-billion in °59. But at 
the departmental level, this 
means that your cost of overhead 
will be more. If the Kennedy 
Administration puts through a 
new depreciation bill, it will be 
still higher. 

®Rent. The commercial rate 
trend is up in prime central dis- 
tricts, for new buildings, and in 
newly developed suburban areas. 
However, for other districts local 
variables cloud the picture, mak- 
ing an estimate of the general 
trend impossible. 

If you are purchasing on the 
economic order value (EOV) 
method how does this upward 
trend affect you? F. Albert 
Hayes, PURCHASING WEEK con- 
sulting editor, points out that 
you’ve got to make sure your 
order cost and carrying charge 
figures are up-to-date. 

The main idea, advises Hayes, 
is to check out with the account- 
ing department the latest internal 
costs. In the light of the climb- 
ing cost picture you may have to 
revise your order cost from $2 
to $3 before using the EOV 
method. Or you may have to 
boost your carrying charge by 
%2%. In any event, be sure 
your figures are current. 


(Incidentally, if you're not 
utilizing EOV buying methods, 
PURCHASING WEEK recently pub- 
lished a guide which permits you 
to use this scientific buying 
procedure with railroad time- 
table ease. You can obtain this 
guide—“How You Can Order 
Scientifically’—by mailing the 
accompanying coupon.) 


New 
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Backing Seen for U.S. on Lead-Zinc Curbs 
Mexico City—As the International Lead-Zinc Conference got 
underway here, Chile and Peru appeared ready to back the U.S. 
in calling for a curb to world production of the metals. The U. S. 


hopes producing countries will agree to cut 


1961 lead-zinc 


production by some 100,000 tons. 


Kaiser Expanding in Lovisiana 
San Francisco—Kaiser Aluminum & Chemical Corp. will build 
an addition to its Baton Rouge, La., plant to manufacture tabular 
alumina, high-purity aluminum oxide in hard, compact form used 
in electrical and electronic applications and in manufacture of 
automotive spark plugs and high temperature refractories. 


Copper Scrap Price Drops 
New York—Custom smelter buying price for scrap copper was 
cut another %4¢/lb. as world producer inventories of refined 


copper reached a two-year high. 


This brought No. 2 copper wire 


scrap down to 232¢, equivalent to 29¢ for refined copper from 
the scrap for delivery three months from now. 


Matson Raises Pacific Rates 
Washington—Matson Navigation Co. said it will increase 


freight rates 10% 


between Hawaii and mainland ports. The 


increase, to go into effect April 15, applies to Pacific Coast- 
Hawaii service, with a similar adjustment expected between 
Hawaii and Atlantic and Gulf Coasts. 


Chrysler Boosts Production 
Detroit—Chrylser said it will boost car production this month 
25% from the total originally set, putting output 18% ahead of 
February’s rate. Studebaker-Packard, noting an upturn in dealer 
orders, said it would maintain scheduled car and truck production 
through March. American Motors said Rambler sales in the first 
10 days of March were 9,103 units, highest to date for that period. 


U.S. Rubber Boosts Passenger 
And Truck Tire Prices 242% 


(Continued from page 1) 
peared to be whether any price 
increases made at this time would 
be big enough to be meaningful. 

The U.S. Rubber increases 
apply to rayon and nylon tires 
of both the tube and tubeless 
types, mud and snow tires, and 
to the company’s all-butyl rubber 
passenger tire. Tube prices were 
not affected. 

Higher labor and material 
costs were cited as the reason for 
the increases. G. Raymond 
Cuthbertson, vice president and 
general manager of the com- 
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pany’s tire division, noted that 
the price of rayon tire cord 
recently rose 2¢/lb. Higher 
wages and fringe benefits also 
were granted to rubber industry 
workers during 1960, he said. 

The price of first-line pas- 
senger car tires dropped 6.3% 
last year. This means that de- 
spite the April increase, their 
price still will be under the 1955 
levels, Cuthbertson said. 

Some industry spokesmen in- 
terpreted U.S. Rubber’s move 
as an effort to speed up March 
ordering. They pointed out that 
while latest figures show manu- 
facturers’ inventories of tires to 
be higher than a year ago, dealer 
stocks are believed to be lower 
than normal. 

Meanwhile, two tire makers 
were target of FTC action last 
week. The commission outlawed 
agreements between two oil and 
two rubber companies which it 
said have sidetracked competi- 
tors for service station sales of 
tires, batteries, and accessories 
(TBA). 

It charged that a system of 
“override” commissions had “in- 
jured competition in the dis- 
tribution of TBA at the manu- 
facturing, wholesale and retail 
levels.” 

The pairs involved were 
Goodyear Tire & Rubber Co.— 
Atlantic Refining Co., and Fire- 
stone Tire & Rubber Co.—Shell 
Oil Co. A _ third judgment, 
against B. F. Goodrich Co.— 
Texaco, Inc., was deferred pend- 
ing further review by an FTC 
commission. 

According to the FTC, “over- 
ride” commissions on TBA sales 
had ranged from 7.5% to 10%. 
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CONTROL AT 


SARAH COVENTRY 


John T. Joyce, Executive Vice-President and General Manager of Sarah Coventry Inc. 


THE SETTING: Sarah Coventry Inc. sells almost 
11 million pieces of fine fashion jewelry a year 
to 4 million customers, through a field force of 
20,000 ‘modern living room salespeople.’ A 
previous order/invoice system having 22 steps 
and 2 manual forms took 4 to 5 days to process 
and helped perpetuate operating weaknesses. 
Among them: shipping/ pricing errors; stock de- 
lays hampering production; back-order ‘double 
work’ and, during peak 7000-order days, a stag- 
gering, uncontrollable task. 


THE SYSTEM: One form has replaced 2 in an 
automated operation that fills orders in only 24 
hours. It begins with detail and lead cards 
manually punched from input order data to 
provide accurate picking / shipping /i invoicing 
paper. Accounting machines print shipping 
labels and records. In another operation, in- 


“Moore forms help us fill orders in 1 day instead of 4” 


voices are a direct instead of 22-step operation. 


An automatic by-product is the punched state- 
ment card used to compute salespeople’s com- 
missions, now paid weekly; also taxes, merchan- 
dise sold and accounts receivable. In other gains, 
shipments are accurate; volume variation is 
handled smoothly; a ‘daily aggregate’ furnishes 
stock and production control. The 3-part custom 
Speediflo, a Moore form, is the company’s con- 
trol in print. 


THE COUNSELOR: “The Moore man contributed 
to this improvement with an understanding of 
business procedures, practical knowledge of 
forms construction plus a good cost-cutting in- 
stinct,” said John T. Joyce, Sarah Coventry Ex- 
ecutive Vice-President. If your system isn’t 
performing the way you feel it should, write the 
nearest Moore office— without obligation. 


MOORE BUSINESS FORMS, INC. 
Niagara Falls, N. Y. + Park Ridge, 
lll. + Denton, Texas + Emeryville, 
California + Over 300 offices and 
factories throughout the U. S., 
Canada, Mexico, Caribbean and 
Central America. 


PERE ROLLS PRT 


Build control with 


MOORE BUSINESS FORMS 
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BEARING DESIGN OF 
EMERSON ELECTRIC MOTORS 


Is Self-Oiling, Self-Aligning to assure 
Free Starting and Smooth Operation 


at all tl Me€S-The bronze bearing in Emerson 
Electric Motors has thousands of tiny cells that cause the 
bearing to act as a metal sponge and feed the shaft journal 
a controlled flow of lubricant. In cooling, it draws off excess 
oil to give free starting at low temperatures. Self-Alignment 
minimizes friction and greatly increases motor life when 
you install Emerson Electric Motors in your appliances 
and equipment. Emerson Electric Motors are custom- 
engineered to meet your specific needs. Call us today... 
you'll like our way of doing business! 


EMERSON ELECTRIC of St.Louis + Since 1890 
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